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ABSTRACT 
 
AN ENTREPRENEURIAL FRAMEWORK FOR NEW VENTURE PROPERTY 
DEVELOPMENT PROJECTS 
 
The business of real estate is one of the largest suppliers of employment, and 
contributes significantly to the gross domestic product of numerous countries 
worldwide. It is, therefore, imperative that new real estate development 
entrepreneurs entering the market identify key competitiveness indicators in order to 
survive and ensure their success within an ever-changing market. However, property 
development is a complex process and considered to be ‗too risky‘. Consequently, 
property development entrepreneurs lack the skills and expertise to effectively 
manage their business enterprises and the associated risks from project inception to 
completion, and commissioning.  
 
The study was conducted by means of a review of the related literature and by 
conducting an empirical study. The empirical study was conducted using a 
quantitative statistical approach by distributing research questionnaires to members 
falling within the sample population. The primary objective of the study was to 
develop an entrepreneurial framework for perceived success of new venture property 
development projects. A descriptive survey was conducted among professionals 
registered with the South African Property Owners Association (SAPOA) and 
property development practitioners within South Africa.  
 
The salient findings suggest that the following variables positively influence the 
perceived success of new venture property development projects: Entrepreneurial 
vision; Strategic management; Stakeholders‘ interests; Professional feasibility and 
viability reporting; Procurement; Communication; Consumer confidence; Risk 
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management; Governance structures; Specialist advice; The entrepreneurial 
framework, and The project management body of knowledge (PMBOK). 
 
Furthermore, the following variables were identified in the empirical framework 
affecting the perceived success of new venture property development projects: 
Entrepreneurial Vision; Strategic Management; Stakeholders‘ Interest; Professional 
Feasibility and Viability Reporting; Procurement; Communication; Consumer 
Confidence; Risk Management; Governance Structures; Specialist Advice, and The 
Project Management Body of Knowledge (PMBOK). 
 
This study contributed to the South African property development body of knowledge 
by addressing the challenges faced by inexperienced entrepreneurs entering the 
property development market. Furthermore, this study aimed to improve the 
framework utilised by emerging property developers. 
 
Keywords: Built Environment; Entrepreneurship; Property Development; Project 
Management  
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CHAPTER ONE: THE RESEARCH BACKGROUND 
 
1.1 Introduction 
 
Property development is a complex and time-consuming process. It can be defined 
as an economic activity which is capital-intensive and as a multi-disciplinary project 
(Kolhepp, 2012: 3). Property development generates economic externalities and is 
therefore considered as both a public and private endeavour (Kolhepp, 2012: 3). 
According to Zhang, Shen, Skitmore and Xia (2010: 143), the business of real estate 
is one of the largest suppliers of employment, and contributes significantly to the 
gross domestic product of numerous countries worldwide. It is, therefore, imperative 
that new real estate development entrepreneurs entering the market identify key 
competitiveness indicators in order to survive and ensure their success within an 
ever-changing market (Zhang et al., 2010: 152). 
 
Entrepreneurship constitutes a way of thinking, reasoning and acting which is 
opportunity obsessed, holistic in approach, and leadership-balanced for the purpose 
of value creation and capture (Timmons and Spinelli, 2009: 101). Timmons et al. 
(2009: 101) further suggest that entrepreneurship results in the generation of value 
not only for the entrepreneur but for all participants and stakeholders. 
Entrepreneurship, therefore, requires the entrepreneur to take calculated personal 
and financial risks. This is achieved by balancing associated risks with potential 
successes (Timmons et al., 2009: 101). According to Fillion (2008: 1) 
entrepreneurship is a complex phenomenon which requires a diverse skillset in order 
to successfully perform activities involving technical, human, managerial and 
entrepreneurial characteristics. 
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Carton, Hofer and Meeks (1998: 4) (cited in Kruger, 2004:11), define 
entrepreneurship as the creation of a new business venture through scanning the 
business environment for opportunity, identifying opportunity and the evaluation and 
feasibility of the new business venture. The literature suggests that there is a second 
dimension associated with entrepreneurship which addresses venture performance 
which is associated with growth. However, a clear definition of growth should be 
identified (Kruger, 2004: 12). The realisation of a holistic definition of growth involves 
both qualitative and quantitative characteristics which are outlined in Table 1.1 
(Kruger, 2004: 12). 
 
Table 1.1 Entrepreneurial venture growth (Kruger, 2004: 12). 
Entrepreneurial Venture Growth 
Quantitative growth Qualitative growth 
 Venture size (turnover, added value, 
volume) 
 Profitability 
 Value (shareholder value) 
 Competitive position 
 Product quality 
 Customer service 
 
In attempting to identify the attractiveness of entrepreneurship, Kruger (2004: 18) 
refers to Mahlberg (1995: 37) who critically states that entrepreneurship is one of the 
few projects which push integration and a combination of the functional knowledge 
areas and abilities to the absolute limit. In attempting to understand the 
entrepreneur, Gough (1969) refers to an entrepreneur as ―a person who undertakes 
and operates a new organisation or venture, and assumes some accountability for 
the inherent risks‖. Entrepreneurs, therefore, possess key competencies which can 
be divided broadly into four categories: knowledge, motivation, capabilities and 
characteristics as illustrated in Table 1.2 (Driessen and Zwart, 2010: 2-5). 
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Table: 1.2 Principal competencies and sub-competencies of entrepreneurship 
(Driessen et al., 2010: 2-5). 
Entrepreneurial Competencies 
Knowledge Motivation 
  Internally driven Externally driven 
 Market 
 Environment 
 People 
 Production 
 Finances 
  Autonomy 
 Achievement 
 Power 
 Unemployment 
 Gap in the 
market 
 Interest in 
subject 
 Certainty of 
clients 
Capabilities Characteristics 
Company life cycle  
Mature phase Early Phase Thinking styles 
 Manage 
 Motivate 
 Organise / 
Plan 
 Financial 
administration 
 Market 
orientation 
 Creativity 
 Flexibility 
 Achievement 
 Autonomy 
 Power 
 Affiliation 
 Effectiveness 
 Taking Risks 
 Pioneer 
 Salesperson 
 Manager 
 Expert 
 
The literature states that there is a direct relationship between entrepreneurship and 
property development (Harvey and Jowsey, 2004; Botha, 2013: 5). Bardhan and 
Edelstein (2007: 2) suggest that real estate and land are among some of the oldest 
assets that humans have gained experience in. However, the development of land 
and real estate involves complex processes. Property development is described as 
an integrated process which revolves around numerous components that link distinct 
phases in the development cycle and involves a combination of significant 
production factors namely, land, labour, capital, and enterprise (Costello & Preller, 
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2010: 1). Property development is, therefore, a complex and collective process 
which involves numerous stakeholders (Graaskamp, 1981:3).  
 
Property or real estate development involves the incorporation and combination of 
various processes and aspects which include, but are not limited to, market and 
financial analysis, town and urban planning, land and title administration, land 
acquisition and negotiation. It also includes municipal approval, architectural design, 
construction and budgeting, contractual arrangements and tendering construction 
and supervision. In addition, there is project management, occupancy management, 
marketing and leasing, disposition, property and facilities management, as well as 
financial management (Zeppelin, 2002: 7). Property development ranges from simple 
to more complex development, and each property development should be 
considered as a small enterprise on its own.  
 
The literature concludes that the property development business venture is a 
continuation of construction technology, financing, marketing, administration and 
rehabilitation which is required to operate a property development enterprise for an 
extended life-cycle (Graaskamp, 1981:3). The main advantages of investing in real 
estate are divided into four income streams: the rental income from tenants, less 
operating expenses (net operating income); depreciation deductions that offset 
income (phantom income); amortisation (tenant paying your mortgage), and 
appreciation (capital gain and increased land value) (Kiyosaki, 2007). 
 
Property developers perform a range of functions, act as entrepreneurs who 
recognise development potential and bear the risk of the project (Botha, 2013: 5; 
Harvey and Jowsey, 2004). The literature suggests that the property developer is an 
entrepreneur who combines land, labour and capital to make a profit by developing a 
project for which its value output is greater than the cost inputs (Botha, 2013: 52; 
Norton, 2002; Walker, 2000). Therefore, the property developer fulfils the roles of 
creator, promoter, negotiator, manager, leader, risk manager and investor (Costello 
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et al., 2010: 4). It is essential for the property developer to identify the type of 
development to construct and for whom. The developer must locate and acquire 
suitable land, generate financing and obtain the necessary regulatory approval and 
identify the market before commencing with the development. The developer will 
then construct and sell the development (Boucher, 1993: 3). This property 
development process can be summarised by seven sequential steps which are 
outlined in figure 1.1. 
 
 
 
 
 
 
 
 
Figure 1.1: The Property Development Process (Source: Boucher, 1993: 3) 
 
Many of the property development processes may not run in an orderly fashion, and 
may occur concurrently. However, each process must occur in order to complete the 
development process (Boucher, 1993: 4). The literature suggests that the property 
development process is an integrated and complex process which involves distinct 
phases and components and must be understood in order to generate real estate 
value (Costello et al., 2010: 4). 
 
  
Market 
Analysis 
Financing 
Site 
Selection 
Site 
Acquisition 
Planning & 
Engineering 
Marketing Construction 
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According to Zeppelin (2002: 14), project management involves the management of 
various project stakeholders, procedures, practices and processes. Project 
management is utilised in property development to ensure that the project is 
delivered on time, within the budget, in accordance with quality and design 
requirements, and to ensure that the development complies with the municipal laws 
and regulations (Zeppelin, 2002: 14). Choudhuri (2012: 3) suggests that project 
management is the application of knowledge, skills, tools and techniques towards 
related project activities in order to meet the project requirements. Project 
management is realised through the effective implementation of the following project 
phases: initiation; planning; execution; controlling and closing (Choudhuri, 2012: 3). 
 
The real estate industry has been somewhat subdued in terms of adopting formal 
project management methods and techniques as the acquisition and development of 
real estate has not been considered as a project in the technical sense of the word 
(Guerin, 2012: 2). Instead, the processes involved are treated as a transaction which 
is best handled by lawyers and other legal persons and which require no project 
management skills or knowledge (Guerin, 2012: 2). The Project Management 
Institute (2004: 8) suggests that a project manager‘s key responsibility is to 
successfully accomplish the project objectives by balancing the competing demands 
for quality, scope, time and cost. Related responsibilities of a project manager 
include: identifying the project requirements, establishing clear and achievable 
objectives, adapting the specifications and plans and adapting the approach towards 
the concerns and expectations of the various project stakeholders (The United 
States Bureau of Reclamation, 2011: 6). The project manager is, therefore, required 
to adopt the roles of a leader, administrator, entrepreneur, facilitator, arbitrator and 
mediator, liaison and coordinator in order to fulfil the responsibilities of a project 
manager (USBR, 2011: 6). The project manager must direct the project at the outset 
and lead teams towards the common objective of fulfilling the project requirements 
(USBR, 2011: 6). 
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According to Guerin (2012: 3) the greatest challenge that a project manager faces in 
terms of the acquisition and development of real estate is ignored. Consequently, the 
project manager is required to deliver a successful property development project in 
order to be taken seriously. The following deliverables will be expected of a project 
manager involved in the acquisition and development of property in order to provide 
greater value to the process as a whole: deliver a measureable project value; create 
baselines and monitor actuals against them, optimise schedules, scrutinise budgets, 
communicate progress to management and perform with due diligence (Guerin, 
2012: 3).  
 
In many instances the process of developing property is deemed to be ‗too risky.‘ 
However, although this may be the case there are measures that can be taken in 
order to effectively manage the numerous risks associated with property 
development (Mollard, 2010:1-4). The property development process is 
accompanied by risks which impact on each phase. Property developers are 
consequently required to examine, analyse and evaluate these risks and ensure that 
precautions are taken to minimise or mitigate the associated development risks 
(Matuska, 2009: 1). 
 
The literature suggests that there is a direct relationship between entrepreneurship 
and property development. In fact, entrepreneurs and property developers possess 
similar traits and skillsets. However, although this is the case, project management 
has been omitted from the property development process. There is thus a need to 
address the project management body of knowledge. One can deduce that project 
management is considered as a separate profession. However, the skillset involved 
can be utilised by the property development entrepreneur in order to address many 
of the related complexities when developing property. 
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1.2 The Research Problem and Related Objectives 
 
A percentage of new venture property development projects internationally constitute 
failure from an entrepreneurial perspective. The primary objective of this research is 
the development of an entrepreneurial framework for new venture property 
development projects towards perceived success. The empirical testing will entail 
dividing the study into the scrutiny and the analysis of both primary and secondary 
sources. 
 
The development of an entrepreneurial framework for new venture 
property development projects. 
 
 The objectives of this study are: 
 
 To provide inexperienced entrepreneurs with the framework for property 
development; 
 To educate property developers and identify the skills and expertise required 
to effectively manage a project and its related risks; 
 To identify the associated financial requirements as well as technical and 
intellectual abilities necessary when developing property; 
 To reduce the delays to which inexperienced property developers are 
exposed; 
 To develop a synopsis which will provide an understanding of property 
development; 
 To provide property developers with a basic understanding of the contractual 
documentation involved in property development; 
 To identify the risks involved in property development; 
 To identify the Project Management Body of Knowledge (PMBOK) relative to 
property development; 
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 To identify the distinct roles of the property development entrepreneur as well 
as the Project Manager (PM) within the scope of property development 
projects, and 
 To test the entrepreneurial framework empirically. 
 
1.3 The Statement of the Problem 
 
Property development is a complex process and considered to be ‗too risky‘ 
(Mollard, 2010:1-4). Property development entrepreneurs therefore lack the skills 
and expertise to effectively manage their business enterprises and the associated 
risks from project inception to completion, and commissioning (Dominy, 2001: 17). 
 
1.4 The Sub-problems 
 
Sub-problem 1: 
Property development entrepreneurs fail to develop their entrepreneurial vision. 
 
Sub-problem 2: 
Property development entrepreneurs do not implement effective strategic 
management practices. 
 
Sub-problem 3: 
Property development entrepreneurs do not consider the extent of the stakeholder‘s 
interest. 
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Sub-problem 4: 
Property development entrepreneurs do not conduct professional feasibility and 
viability reporting. 
 
Sub-problem 5: 
Property development entrepreneurs do not utilise effective procurement practices. 
 
Sub-problem 6: 
Property developers do not communicate with project stakeholders. 
 
Sub-problem 7: 
Property development entrepreneurs lack the experience to interpret markets and 
consumer confidence. 
 
Sub-problem 8: 
There are numerous risks involved in Property Development.  
 
Sub-problem 9: 
Property development entrepreneurs do not set up effective governance structures. 
 
Sub-problem 10: 
Property development entrepreneurs do not seek specialist advice. 
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Sub-problem 11: 
New venture property developments fail. 
 
Sub-problem 12: 
Property development entrepreneurs do not utilise the Project Management Body of 
Knowledge. 
 
1.5 Hypotheses 
 
To address the objectives as set out above, the following research hypotheses will 
be tested: 
 
H1: There is a positive relationship between the Entrepreneurial Vision and the 
Perceived Success of New Venture Property Development Projects. 
 
H2: There is a positive relationship between the use of Strategic Management and 
the Perceived Success of New Venture Property Development Projects. 
 
H3: There is a positive relationship between the extent of the Stakeholders Interest 
and the Perceived Success of New Venture Property Development Projects. 
 
H4: There is a positive relationship between the implementation of Professional 
Feasibility and Viability Reporting and the Perceived Success of New Venture 
Property Development Projects. 
 
12 
 
 
H5: There is a positive relationship between Procurement and the Perceived 
Success of New Venture Property Development Projects. 
 
H6: There is a positive relationship between effective Communication and the 
Perceived Success of New Venture Property Development Projects. 
 
H7: There is a positive relationship between the existence of Consumer Confidence 
and the Perceived Success of New Venture Property Development Projects. 
 
H8: There is a positive relationship between the use of Risk Management measures 
and the Perceived Success of New Venture Property Development Projects. 
 
H9: There is a positive relationship between good Governance Structures and the 
Perceived Success of New Venture Property Development Projects. 
 
H10: There is a positive relationship between obtaining Specialist Advice and the 
Perceived Success of New Venture Property Development Projects. 
 
H11: There is a positive relationship between the Entrepreneurial Framework and 
the Perceived Success of New Venture Property Development Projects. 
 
H12: There is a positive relationship between implementing The Project 
Management Body of Knowledge and the Perceived Success of New Venture 
Property Development Projects 
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The relationships (hypotheses) described above are depicted in graphical format in 
Figure 1.2. 
FIGURE 1.2: A CONCEPTUAL ENTREPRENEURIAL FRAMEWORK 
FOR NEW VENTURE PROPERTY DEVELOPMENT PROJECTS 
 
 
(SOURCE: RESEARCHERS CONSTRUCTION) 
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1.6 Delimitation of the Study 
 
The study will be conducted within South Africa. However, in essence, it will be 
limited to property development entrepreneurs and practitioners. 
 
1.7 Assumptions 
 
The assumptions made in this study include the assumption that the property 
development process is considered as a multi-disciplinary project, and the 
assumption that property developers are in essence entrepreneurs. 
 
1.8 Research Design and Methodology 
 
In order to address the research problem and the objectives of the study, the 
research strategy is divided into two main categories namely, the primary and the 
secondary sources. 
 
1.8.1 Secondary Sources 
 
According to Leedy and Ormond (2010: 89) secondary forms of data are the 
perceptions derived from primary data. The secondary data for this study is obtained 
from sources which comprise published articles, books, journals, e-journals, reports, 
conference papers, internet sources, post-graduate studies, magazines and 
newspaper articles. The secondary data are sourced from a literature review and are 
used to determine perceptions and facts associated with the research problem. The 
use of secondary sources and document study enables the researcher to investigate 
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people, events and systems in-depth by analysing authentic written material 
(Delport, de Vos, Fouche & Strydom, 2011: 388). However, Delport et al. (2011: 388) 
suggest that it is imperative that the validity and reliability of all documents be tested 
continuously, and that the advantages and disadvantages of a particular study are 
assessed (Delport et al., 2011: 389). 
 
1.8.2 Primary Sources 
 
Leedy et al. (2010: 89) suggest that primary data is comprised of facts which are 
closest to the truth. In order to enhance the reliability and validity of the study the 
primary data will be obtained in the form of a self-administered quantitative research 
questionnaire which will be administered to the identified sample population. 
 
1.8.3 Sample 
 
The sample that can be utilised for research purposes varies. But the larger the 
sample stratum, the more complex and time-consuming it will be to collate data. As a 
result, for purposes of this research, the sample stratum will be limited to property 
development entrepreneurs. The response rate will be optimised by ensuring the 
confidentiality of the study. The respondents will be provided with a covering letter 
which will outline the objectives of the study, the importance of the respondents‘ 
participation and the anonymity with which the respondents‘ personal data will be 
treated. 
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1.8.4 Research Methodology 
 
The purpose of this study is to investigate the notion that property development 
entrepreneurs lack the skills and expertise to effectively manage their business 
ventures from project inception to completion and commissioning, and to develop an 
entrepreneurial framework for new venture property development projects. The study 
will be conducted by means of a review of the related literature and by conducting a 
quantitative study which will adopt a statistical approach. The methodology which will 
be used to conduct the study will be addressed in detail in Chapter 5. 
 
1.8.5 Measurement Instrument 
 
Quantitative research will be conducted by means of a self-administered research 
questionnaire, relative to the identified population sample. The instrument used is 
specifically designed for the purpose of the research. Because the perceptions and 
attitudes of property development entrepreneurs falling within the population sample 
are measured, the items will be linked to a 5-point Likert-type scale.  
 
1.8.6 Design of the survey 
 
The methodologies used for research purposes comprise qualitative and quantitative 
methods. For purposes of this study quantitative methodology will be adopted. 
According to Leedy and Ormond (2010: 89), a quantitative methodology consists of 
primary and secondary forms of data. Primary data is comprised of facts which are 
closest to the truth and secondary forms of data are perceptions derived from 
primary data (Leedy et al., 2010: 89). The primary data for this study will be obtained 
by interpreting the self-administered research questionnaire responses. Furthermore, 
the secondary data for this will be obtained from sources which comprise published 
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articles, books, journals, e-journals, reports, conference papers, internet sources, 
legislation, regulations, post-graduate studies, magazines and newspaper articles. 
The secondary data will be sourced from a literature review and will be used to 
determine the perceptions and facts associated with the research topic.  
 
1.8.7 Design of the study 
 
The design of the quantitative research methodology will form an integral part of the 
study. The methodology will be developed based on the primary objective, 
secondary objectives, related research questions and the hypotheses. The 
quantitative research questionnaire will pose questions relative to the study in a 
manner that will be easily understandable to the respondents. It will ensure that the 
time required to complete the questionnaire is minimised in order to increase the 
response rate. The majority of the questions presented within the research 
questionnaire will be closed-ended questions. The closed-ended questions will 
consist of a 5-point Likert-type scale to ensure ease of answering. These questions 
will also provide for an ‗unsure‘ response.  
 
The main objective when designing the research questionnaire will be to keep the 
questions as short and as concise as possible in order to attract the attention and 
interests of respondents. Open-ended questions will be included in the quantitative 
approach to elicit experiences, comments and opinions relative to the research topic. 
However, answers should be brief in order to reduce the time required to complete 
the questionnaire. The questions will be presented and designed in English and 
addressed for the attention of property development entrepreneurs. The respondents 
will be assured in the attached covering letter that all responses will be treated with 
confidentiality. Furthermore, respondents will not be asked to reveal any confidential 
information. 
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1.8.8 Collecting and interpreting the data 
 
The quantitative data will be obtained through interpretation, analysis and cross-
reference. The data from quantitative questionnaire responses will be collected in an 
impartial and unbiased manner. The results and findings will be presented in various 
forms such as text, tables and charts. The conclusions and recommendations are 
based upon the analysis of the primary and secondary data. 
 
1.9 Contribution to the Body of Knowledge 
 
This research will aim at contributing to the South African property development 
body of knowledge by addressing the challenges faced by inexperienced 
entrepreneurs entering the property development market. It will also aim at improving 
the framework utilised by emerging property developers. 
 
1.10 Ethical Considerations 
 
Primary and secondary information sources have been used. Consequently,   
information must been correctly referenced and acknowledgement of the original 
authorship must be provided for in the references. Ethical considerations to be 
considered when conducting structured interviews and case studies are as follows: 
the respondents are assured that all information will be treated with the utmost 
respect and confidentiality, and respondents will not be asked to reveal any 
confidential information. According to (Fischler, 2014: 11) when conducting research 
one must respect the rights of the participants, honour the requests and restrictions 
of the research site, and report the research fully and honestly. 
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1.11 Definition of Concepts 
 
Entrepreneurship: Schumpeter (1911) defines entrepreneurship as the assumption 
of risk and responsibility when designing and implementing a business strategy or 
when starting a business. 
 
Entrepreneur: Kruger (2004: 19) suggests that an entrepreneur is an individual who 
possesses risk-taking, leadership, motivational and crisis-resolution traits. 
Entrepreneurs are also leaders and major contributors to creative processes. Kruger 
(2004: 19) also refers to Kaufmann and Dant (1998:7) who suggest that an 
entrepreneur undertakes investments while possessing a low level of uncertainty 
aversion. 
 
Property Development: Botha (2013: 22) refers to Cadman and Topping (2004: 2) 
who define property development as the process which involves the changing or 
intensifying of the use of land to produce buildings that are fit for occupation. 
 
Property Developer: According to Kolhepp (2012: 4) to define a property developer is 
extremely difficult as the property developer in many instances consists of multiple 
persons who play multiple roles in order to generate value throughout the property 
development lifecycle. The literature suggests that property developers are in 
constant contact with the practical implementation of the property development 
process (Costello et al., 2010: 2). 
 
Real Estate: Real estate is defined as land which includes the air above, ground 
below, and any buildings or structures built upon it (Government of India, 2002: 829). 
The Government of India (2002: 829) further suggests that real estate includes 
residential housing, commercial offices, trading spaces, retail outlets, industrial and 
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governmental buildings. The business of real estate involves the purchase, sale, and 
development of land and buildings (Government of India, 2002: 829). 
 
Project Management: The Project Management Institute (2013: 5) defines ‗project 
management‘ as the application of knowledge, skills, tools and techniques to project 
activities in order to meet project requirements. This is achieved through the 
appropriate application and integration of the five project process groups namely, 
initiating, planning, executing, monitoring, controlling and closing (PMI, 2013: 5). 
 
Corporate Governance: Law (2009) suggests that corporate governance is the 
manner in which organisations, particularly limited companies, are managed and the 
nature of accountability of the managers to the owners. According to Black, 
Hashimzade, and Myles (2012) corporate governance can be defined by the 
processes, both formal and informal, through which a corporation is administered 
and managed.  
 
The Built Environment: Gorse, Johnston and Pritchard (2012) suggest that the built 
environment consists of man-made structures and facilities which are utilised to 
accommodate people‘s activities. The built environment consists of any enclosures, 
spaces, structures and infrastructure which are formed to convert the natural 
environment into a habitable and useable area for the purpose of living, working and 
playing (Gorse et al., 2012). 
 
Project Stakeholders: The Project Management Institute (2013: 30) defines a ‗project 
stakeholder‘ as an individual, group or organisation who may be affected by a 
project. Certain decisions, activities or outcomes of a project may affect these project 
stakeholders (PMI, 2013: 30). According to the PMI (2013: 30) project stakeholders 
may be actively involved in or have interests in the project which are influenced by a 
project‘s performance. 
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Risk Management: PriceWaterHouseCoopers (2008: 5) suggests that risk 
management is the systematic process for identifying, evaluating and managing 
possible risks and opportunities that could positively or negatively affect the 
achievement of an organisation‘s objective. 
 
PESTLE Analysis: According to Law (2009) a PESTLE analysis is the analysis of the 
external influences on a business. PESTLE stands for the analysis of political, 
economic, social, technological, legal and environmental factors (Law, 2009). A 
PESTLE Analysis aims at identifying and analysing the issues that could significantly 
affect the strategic development of a business as a whole (Law, 2009). 
 
SWOT Analysis: A SWOT Analysis is a study undertaken by an organisation to 
identify its internal strengths and weaknesses, as well as its external opportunities 
and threats (Stevenson and Lindberg, 2010). 
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1.12 Conceptual Entrepreneurial Framework 
FIGURE 1.2: A CONCEPTUAL ENTREPRENEURIAL FRAMEWORK 
FOR NEW VENTURE PROPERTY DEVELOPMENT PROJECTS 
 
 
(SOURCE: RESEARCHERS CONSTRUCTION) 
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1.13 Structure of the Dissertation 
 
Chapter one addresses the research background, which includes: an introduction; 
the research problem and related objectives; the statement of the problem; sub-
problems, and hypotheses. The delimitations of the study, the assumptions, the 
research design and methodology, the contribution to the body of knowledge, ethical 
considerations, the definition of concepts, and the theoretical framework are also 
presented. 
 
Chapter two presents the review of the literature related to entrepreneurship and 
property development. The following topics were included in the review: 
entrepreneurship; entrepreneurial vision and traits; specialist advice; governance 
structures; professional feasibility and viability reporting; risk management, and 
consumer confidence and ability.  
 
Chapter three presents the review of the literature related to property development 
and project management. The following topics were included in the review: property 
development; project management; the project management body of knowledge; 
strategic management; stakeholders interest; procurement; communication, and real 
estate markets.  
 
Chapter four presents the operationalisation of the variables. The independent 
variables and dependent variables are operationalised. 
 
Chapter five presents the research methodology. The sample strata, the research 
background, and the design of the survey are presented. 
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Chapter six presents the empirical results. The results, the testing of the hypotheses, 
and the empirical framework are presented. 
 
Chapter seven presents the summary, conclusions, and recommendations of the 
study.  
 
Finally, the closure presents suitable extracts from the literature to conclude the 
study. 
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CHAPTER TWO: ENTREPRENEURSHIP AND PROPERTY DEVELOPMENT 
 
2.1 Introduction 
 
From an international perspective, Keupp and Gassmann (2009: 1) highlighted the 
importance of international entrepreneurship (IE) within the context of strategic 
management, international business, entrepreneurship, and technology and 
information management. Property development constitutes one of the most 
prominent international businesses commonly used as a barometer towards global 
economy (Botha, 2013). Traditionally research based on entrepreneurship has either 
lacked clarity of purpose or the specified purpose was of little consequence (Low and 
MacMillan, 1988: 141). Many early works were of the "census taking" type—confined 
largely to documenting and reporting the occurrence of entrepreneurs or their 
personality characteristics, with little attempt to uncover causal relationships or to 
explore implications for practice (Low et al., 1988: 141). Furthermore, many of these 
studies left the reader wondering what the authors really hoped to achieve (Low et 
al., 1988: 141). The failure to clearly specify the purpose of the research combined 
with the lack of common ground for synthesizing research findings has hindered the 
advancement of the field of entrepreneurship (Low et al., 1988: 142).  
 
2.2 Entrepreneurship 
 
Carton, Hofer and Meeks (2004: 1) suggest that here are two distinctly different 
approaches to defining entrepreneurship. The first approach is to define what an 
entrepreneur is and then to observe them (Carton et al., 2004: 1). Based upon the 
observations, entrepreneurship can be defined in terms of what the individuals do 
(Carton et al., 2004: 1). The second approach is to propose a priori definition of 
entrepreneurship and its related behaviours, and thereby define entrepreneurs as 
those who engage in entrepreneurial activity (Carton et al., 2004: 1). 
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Entrepreneurship is a multifaceted phenomenon that cuts across many disciplinary 
boundaries (Low et al., 1988: 140). The phenomenon of entrepreneurship is 
intertwined with a complex set of contiguous and overlapping constructs such as 
management of change, innovation, technological and environmental turbulence, 
new product development, small business management, individualism and industry 
evolution (Low et al., 1988: 141). Furthermore, the phenomenon can be productively 
investigated from disciplines as varied as economics, sociology, finance, history, 
psychology, and anthropology, each of which uses its own concepts and operates 
within its own terms of reference. Indeed, it seems likely that the desire for common 
definitions and a clearly defined area of inquiry will remain unfulfilled in the 
foreseeable future (Low et al., 1988: 141). However, because of the range of 
approaches available for entrepreneurship research, some common ground is 
needed upon which to synthesise the insights of diverse approaches of inquiry (Low 
et al., 1988: 140). At the broadest level, there is a need for an overall, common 
purpose that will forge some unity among entrepreneurship researchers (Low et al., 
1988: 141). 
 
There is an on-going debate regarding business and entrepreneurship according to 
Dew, Reed, Sarasvathy, Wiltbalnk (2009: 1), Brown, Emsley (2006) and Mitchell et 
al., (2000) the on-going debate and developing body of knowledge on 
entrepreneurial congnition suggest that theories developed in expert novice studies 
in cognitive psychology can potentially illuminate important aspects of the 
entrepreneurial process including how experienced entrepreneurs acquire useful 
frameworks that enable them to reach expertise in business overtime. Kruger (2004: 
12) suggests that it is problematic in defining the field and the scope of 
entrepreneurship. Furthermore, there is also a lack of an entrepreneurial framework 
that distinguishes entrepreneurship from strategic management (Zahra and Dess, 
2001: 9; Kruger, 2004: 12). The term entrepreneurship is derived from the French 
verb ―entreprendre‖ and the German word ―unternehmen,‖ both of which translate to 
―undertake‖ (Cunningham & Lischeron, 1991; Carton et al., 2004: 3). In the early 
1700's, Cantillon described an entrepreneur as bearing risk by buying at certain 
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prices and selling at uncertain prices (Carton et al., 2004: 3). Following Cantillon, 
Jean Baptiste Say broadened the definition to include the concept of combining 
factors of production, also noting that the entrepreneur must have special personal 
qualities (Cole, 1946; Stevenson & Jarillo, 1990; Carton et al., 2004: 3). According to 
Carton et al. (2004: 4) in a Delphi study, Gartner (1990) found eight themes 
expressed by the participants that constituted the nature or entrepreneurship. They 
were, the entrepreneur, innovation, organisation creation, creating value, profit or 
non-profit, growth, uniqueness, and the owner-manager (Carton et al., 2004: 3).  
 
Driessen and Zwart (2007) reinforce the fact that the interest in entrepreneurship has 
increased considerably furthermore, a growing number of people take on a positive 
attitude towards entrepreneurship (Wennekers, 2006; Driessen et al., 2006: 1).  
Driessen et al. (2006: 1) refer to Timmons (1989) who expresses that 
entrepreneurship is the ability to build a ‗founding team‘ to complement 
entrepreneurial skills and talent. Entrepreneurship can be defined as seeing and 
pursuing opportunities within a privately owned company or within a larger company, 
as a result of which value is created for the individual and the community (Driessen 
et al., 2006: 2). Driessen et al. (2006: 2) suggest that an entrepreneur is someone 
who owns and runs a business on his own account and risk. 
 
2.2.1 The Entrepreneur conducting property development 
 
The term ―entrepreneur‖ is a French word derived from the verb ―entreprendre‖, 
which means to do or to undertake. It can be divided into two parts, ―entre‖, meaning 
―between‖, and ―preneur‖ meaning ―taker‖. Literally, then, an entre-preneur is a 
―between-taker‖, or ―go-between‖ (Fillion, 2011: 2). Fillion (2011: 2) suggests that the 
term ―entrepreneur‖ first appeared in the literature in 1253, when it was used in 
different forms (e.g. ―empreneur‖) furthermore, it appeared to have taken on its 
present, definitive spelling in 1433 and was commonly used in the 1500s and 1600s 
(Rey, 1994:700; Fillion, 2011: 2). Fillion (2011: 2) refers to Hélène Vérin (1982) who 
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wrote a doctoral thesis in literature in which she discusses the shades of meaning of 
the terms ―entrepreneur‖ and ―enterprise‖ through history and notes that the ancestor 
of the term ―enterprise‖ – ―emprise‖ (from the Latin imprisia), referred to something 
bold, firm and daring (Vérin, 1982: 31-33). Vérin (1982) also examined variations in 
meaning over the centuries, and especially between the 13th and 18th centuries. 
The current meaning that also refers to an enterprise leader first appeared in the 
early 19th century (Rey, 1994: 700; Fillion, 2011: 3). 
 
Carton et al., (2004: 8) suggest that individuals who repeatedly and successfully 
engage in entrepreneurship are referred to as professional entrepreneurs. They are 
distinct from the individuals that act once (Carton et al., 2004: 7). Professional 
entrepreneurs develop and exploit a unique set of knowledge, skills, and abilities 
(Carton et al., 2004: 7). Literature suggests that there is expert knowledge unique to 
entrepreneurs (Mitchell, 1994: Carton et al., 2004: 7). The possession of expert 
entrepreneurship scripts allows professional entrepreneurs to act more quickly and 
effectively to exploit opportunity (Carton et al., 2004: 7). Understanding the 
differences between professional/expert entrepreneurs and novices is still limited 
(Carton et al., 2004: 7).  
 
The business of property development within the private sector requires 
entrepreneurial effort towards sustainability (Botha, 2013). The entrepreneur is the 
individual or team that identifies the opportunity, gathers the necessary resources, 
creates and is ultimately responsible for the consequences of the organisation 
(Carton et al., 2004: 7). A person is an entrepreneur so long as they are engaged in 
entrepreneurial behaviours (Carton et al., 2004: 7). As stated above, a person starts 
being an entrepreneur when they undertake to form a new venture and are no longer 
an entrepreneur when the process of organisation building has resulted in managing 
a self-sustaining business (Carton et al., 2004: 7). 
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Figure 2.1: Main elements used to define the term “entrepreneur”  
(Source: Fillion, 2011: 8) 
 
 
Fillion (2011: 8) argues that an entrepreneur is an actor who innovates by 
recognising opportunities furthermore, he or she makes moderately risky decisions 
that lead into actions requiring the efficient use of resources and contributing an 
added value. 
 
2.3 Entrepreneurial Vision and Traits 
 
The traits most frequently cited as being characteristic of entrepreneurs include the 
desire for independence, locus of control, creativity, risk taking propensity, need for 
achievement, and credible role models (Carton et al., 2004: 8). Carton et al. (2004: 
8) suggest that these traits have not been conclusively shown to new venture 
performance however, they have been suggested to have a greater influence in new 
venture formation (Herron, 1994; Mitchell, 1994; Carton et al., 2004: 8). 
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In context Botha (2013) reinforced that sustainable property development especially 
in the private sector requires continuous creative entrepreneurship. Furthermore, 
Carton et al. (2004: 8) suggest that the characteristics that have been suggested as 
significant are managerial experience, start-up experience, management team 
experience, knowledge, skills and abilities, and experience in the line of business. 
The empirical studies of characteristics found more significant links to venture 
performance and successful venture formation than for entrepreneurial traits (Carton 
et al., 2004: 8). The most significant determinants of new venture performance that 
have been shown are venture strategy and industry structure (Kunkel, 1991; 
Robinson, 1995; Sandberg, 1986; Carton et al., 2004: 8). New venture performance 
in property development constitutes a key area in the business of property 
development hence, the importance of effective consultation with specialists in the 
field (Botha, 2013). 
 
2.4 Specialist Advice 
 
In the previous section entrepreneurial vision and and traits explained the 
importance of consultation of specialists in the field. Botha (2013, 350) confirmed 
that property development practitioners require mentors with substantive advice. 
There are various benefits for property development practitioners to be associated 
with mentors who fulfil the role of specialist advisers (De Janasz & Whitey, 2003; 
Botha, 2013: 350). Because the property development process is complex, most 
developers do not have all the skills required to deal adequately with a major 
development (Hilmer & Quim, 1994; Botha, 2013: 351). Consequently, there are a 
variety of different consulting firms who specialise in parts of the process and provide 
the specialist advice to the Developer (Wilkinson & Reed, 2008; Claydon & Smith, 
1997; Ennis, 1996; Botha, 2013: 351). 
 
Property development practitioners require mentors who provide specialist advice 
(Janasz & Whitey, 2003; Botha, 2013: 82). Botha (2013: 82-83) suggests that the 
benefits of mentors with outside advice are abundant, and include: 
31 
 
 
 Engendering of accountability; 
 Guidance with respect to decisions; 
 Guidance with respect to the right direction; 
 Advice with respect to the next step; 
 Source of motivation, and 
 Moral support. 
 
Botha (2013: 82-83) further suggests that because the property development 
process is complex, most developers do not have all the skills required to adequately 
deal with a major development. Consequently, there are a variety of different 
consulting firms that specialise in parts of the process; these include the following 
(Botha, 2013: 83-86): 
 Planning consultants, who advise on how best to obtain permission and 
negotiate with and make application to the local planning authority on the 
developer‗s behalf; 
 Economic consultants, who in growing numbers provide an analysis of the 
characteristics of underlying demand and competitive supply; 
 Estate agents, who help to identify and bring to the market land and property 
for development and who are a useful source of information with respect to 
demand levels and current selling prices. Agents operate in both the 
commercial and residential sectors. While the better ones are competent at 
selling property, few are specialist marketing organisations who can provide 
comprehensive advice, backed by thorough research, concerning the precise 
product requirements of the property market. They are nevertheless the best 
link between the occupiers of property and developers. Many play an 
important role in identifying development opportunities and initiating 
development for both landowners and developers; 
 Valuers, who undertake valuations for developers, purchasers and property 
owners. The purpose of the valuation is important and, in some cases, it can 
be sensible to use both local and national firms for valuation and agency 
work, although this may involve paying a higher overall fee. Developers will 
use specialist valuers to check their own calculations and estimates and in 
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those situations where they do not have sufficient knowledge. Independent 
and in-house valuers are also used by financial institutions to check schemes 
on which they are considering making loans, including the asset value of any 
security being provided by developers. In the public sector local authorities, 
the Property Services Agency (central government) and the Inland Revenue 
(District Value) all use valuers to advise and check on any development-
related work (Wilkinson & Reed, 2008); 
 Tax and accountancy consultants, who advise on the complexity of tax 
regulations, which can have a major cost impact on development. Clearly the 
private sector wishes to minimize its tax liability and both developers and 
landowners will employ tax consultants and accountants for this purpose 
wherever they are unsure of the best course of action; 
 Architects and building surveyors, who are responsible for building design and 
for providing cost-effective buildings, both for developers and occupiers. 
Architects are the main professionals designing new buildings, while building 
surveyors do considerable work on alterations to existing structures. For 
effective results, it is important that the designers are appointed at the earliest 
possible stage; it is also important to employ professionals with the 
appropriate experience, reputation and track record. Some architectural firms 
may offer a comprehensive service, including project management, 
engineering and interior design work. For some developers‘ purposes, this is 
effective, but many prefer to assemble their own teams and are unwilling to 
rely on one source of design and construction professionals as some of the 
larger or specialist developers employ in-house architects and design 
professionals. Architects are now subject to stringent requirements over latent 
defects in the buildings and developers need to be sure that the appointed 
architect is covered by appropriate insurance; 
 Quantity surveyors who are really ‗building accountants‗, costing building 
designs and providing developers with information on the likely costs of their 
proposals and monitoring the work in progress and approving stage payments 
as work is completed; 
 Engineers, who as civil and structural engineers advise on the building design 
and participate in the supervision of major building work. They are the main 
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designers of infrastructure. Electrical and mechanical engineers deal with all 
the building service systems and play an important role in any large or 
complicated buildings; 
 Occupiers - the end-users of buildings can have a significant input where they 
are known early in the process. Often in speculative developments this may 
be largely confined to the fitting out of the building and minor variation to the 
structure and appearance. With change in many of the user markets to a 
better balance in favour of users, developers have to make increasing use of 
research to anticipate occupier requirements to ensure their product is 
appropriate. Other occupiers already have very specific requirements i.e. 
retailers and some industrialists, and 
 Others - there is a variety of other specialists who may be necessary during 
the development process. At the preliminary stages of some development it 
may be prudent to employ, for example, archaeologists and / or soil 
specialists if geotechnical problems are likely to occur. With major 
developments that may arouse public controversy or require maximum 
publicity, it may be useful to employ public relations consultants. Similarly, 
marketing experts may be needed to supplement agents if there are doubts 
about the market and type of buildings appropriate or their best location. 
Finally, if the buildings will require major management on completion i.e. 
covered shopping centres, then it will be necessary to have in-house or 
consultancy advice on the management issues from the design stage of the 
project. 
 
Property development practitioners should obtain professional advice, conduct 
market related research and adopt a patient approach when procuring a 
development site (APG, 2014: 1). If the development doesn‘t work or the margins are 
too thin, do not proceed. Consequently, developers should wait until the right 
property comes onto the market or be prepared to hold onto a development site until 
market conditions improve (APG, 2014: 1). In this case, it‘s a viable alternative to 
have a rentable home on the block to help offset some of the holding costs while the 
developer waits for the right time to commence with the development (APG, 2014: 
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1). Although there are a substantial amount of factors to consider, and there are 
potential risks involved, a successful development can have substantial returns and 
the efforts worthwhile (APG, 2014: 1). 
 
2.5 Governance Structures 
 
Governance structures within the context of property development refer to 
professional composition, execution and practices that involve all of the structures 
and regulations as explained in the further literature of this research. Fisher (2010: 3) 
confirmed that ever since organisations first sought finance to fund their activities, 
there has been a need for accountability to protect the interests of those providing 
the funding. Therefore, one of the key questions facing today‘s managers is: ‗How do 
we provide a set of corporate governance controls that protect the organisation‘s 
interests without disadvantaging the organisation in a competitive market?‘ (Fisher, 
2010: 3). 
 
The term to govern can be described as to ‗control the actions or behaviour of‘ 
(Fisher, 2010: 3). In organisations, governance (or the act of governing) is becoming 
a widespread term (Fisher, 2010: 3). Programmes and projects are now ‗governed‘ 
by a programme or project board, or by a steering committee (Fisher, 2010: 3). 
Governance is provided by internal audit, and operational governance ensures that 
policies and procedures for the day-to-day activities of the organisation are 
implemented and followed (Fisher, 2010: 3). Corporate governance can be defined 
as the set of processes, customs, policies, laws and institutions affecting the way a 
company is directed, administered or controlled (Fisher, 2010: 3). Although corporate 
governance is designed for the protection of its external funders, it also applies to 
government, not-for-profit and other membership organisations (Fisher, 2010: 3). In 
this context, the ‗external funders‘ become stakeholders who could, for example, be 
members of the public, or special interest groups to whom the body is accountable 
(Fisher, 2010: 3). 
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There are a number of definitions of corporate governance which all have a common 
focus on the relationships between management, the supervisory board, capital 
markets and investors (Schulte and kolb, 2006: 2). Corporate Governance is seen as 
a set of rules that ensures not only efficient management and leadership but also 
corporate control, so that the agent (management) is called accountable for 
corporate performance and the return on the invested capital paid to the principal 
(investor) (Schulte et al., 2006: 3). By specifying the rights and responsibilities of 
these two groups, a structure is given through which the company‘s objectives and 
the means of attaining those objectives (Schulte et al., 2006: 3). Schulte et al. (2006: 
3) define Corporate Governance as the process ―that deals with the way in which 
suppliers of finance to corporations assure themselves of getting a return on their 
investment‖. 
 
Governance is a process whereby societies or organisations make their important 
decisions, determine whom they involve in the process and how they render account 
(Graham et al., 2003; Botha, 2013: 92). Since a process is hard to observe, students 
of governance tend to focus attention on the governance system or framework upon 
which the process rests, that is, the agreements, procedures, conventions or policies 
that define who gets power, how decisions are taken and how accountability is 
rendered (Botha, 2013: 92). Governance is understood as a policy system in which 
formulation and implementation operate through networks (Botha, 2013: 92). These 
networks bring together a variety of stakeholders in ways that provide new means of 
legitimacy, release new forms of resources and overcome conflict in novel ways 
(Botha, 2013: 92). 
 
The term pure‗ governance is used to describe the process of utilising governance 
as the power inherent in bringing actors together to achieve an objective and 
considering how to engage actors in collective action (Botha, 2013: 93). It includes 
consideration of how to include more actors in the networks, including those 
traditionally left outside policy processes, such as disadvantaged and marginalised 
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communities, or representatives of interests such as environmental sustainability 
(Botha, 2013: 93). However, it also involves including the relevant actors, key 
stakeholders, into the governance network so as to deliver on a specified policy goal 
or, indeed, to help specify that goal (Rydin, 2012; Botha, 2013: 93). Key techniques 
of governance mentality include methods of accounting and reporting, often involving 
statistics or other numeric calculations, which Foucault termed governmental 
technologies (Mercer & Jotkowitz, 2000; Botha, 2013: 93). 
 
Governance structures refer to professional composition and execution of property 
development entities and practices that involve all the structures and regulations 
(Botha, 2013: 351). Property development governance is defined as a system of 
processes and structures to direct, control and account for the business at the 
highest level (Botha, 2013: 351). Good governance is perhaps the single most 
important factor in eradicating poverty and promoting development (Hyden, Court & 
Mease, 2003; Botha, 2013: 351). Consequently, governance as a term has 
progressed from obscurity to widespread usage, particularly in the last decade 
(Graham, Amos & Plumtree, 2003; Botha, 2013: 351). Governance is a process 
whereby societies or organisations make their important decisions, determine whom 
they involve in the process and how they render account (Graham et al., 2003; 
Botha, 2013: 351). According to the Concept Paper on Sustainable Development 
(2005) in South Africa, sustainable development can be achieved through 
implementing integrated governance systems that promote economic growth in a 
manner that contributes to a greater social equity and that maintains the capacity of 
the natural environment to provide ecological goods and services upon which socio-
economic development depends (Botha, 2013: 352). 
 
Corporate Governance structures include the relationships between the company‘s 
management, owners, creditors, employees, suppliers, clients and other 
stakeholders (Schulte et al., 2006: 3). Corporate Governance is therefore a well-
known term in the ears of international investors, lenders, occupiers and developers 
worldwide (Schulte et al., 2006: 2). 
 
37 
 
 
Real estate is different from other asset classes. Its immobility and long value chain, 
the multitude of involved parties, high investment stakes, long-term investment 
cycles and mostly a lack of market transparency and market data underline its 
complex nature (Schulte et al., 2006: 8). Consequently, investors favour a similar 
transparency and professionalism as in stock and bond markets (Schulte et al., 
2006: 8). The maturity of real estate markets worldwide shows huge differences 
(Schulte et al., 2006: 8). According to Schulte et al. (2006: 8) from a corporate 
governance perspective in many countries a number of deficits exist: 
 Lack of professional qualification of management, 
 No regular property valuations, 
 No disclosure of the market value of real estate assets and the appraisal 
methods, 
 Insufficient control of possible conflicts of interest (corporate opportunities), 
 No efficient control of management of subsidiary companies operating in the 
real estate business, 
 No explanation of corporate strategy, future lines of business and growth 
forecasts. 
 
 
2.5.1 Types of Corporate Governance 
 
Corporate governance enables governments and wider stakeholders to ensure 
organisations working in the same market space all behave in a similar way (Fisher, 
2010: 3). In organisations with legislative or regulatory control, the internal controls 
are a reflection of the imposed external controls (Fisher, 2010: 3). Taking a 
worldwide view, governments have created many different approaches to regulate 
companies and corporations in order to protect assets, earning capacity and the 
reputation of the organisation (Fisher, 2010: 3). According to Fisher (2010: 3) the 
main types of governance are: 
 Anglo-American: Anglo-American corporate governance is based on the 
corporate objectives set by the owners of the organisation. The shareholders 
are the primary stakeholders to whom the organisation is accountable and the 
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internal performance and external accountability is geared towards the 
achievement of these objectives. 
 Franco-German: Franco-German corporate governance views a firm as a 
collective entity that has responsibilities and duties towards key stakeholders, 
with shareholders perceived to be only one group of such stakeholders. 
 Japanese: Japanese industrial structure is based on a network of supplier and 
buyer companies (‗keiretsu‘). Keiretsu are known for their extensive cross-
shareholding among members and their main banks. Organisations have 
long-term and stable relationships among firms and the banks that finance 
them. 
 
With increased foreign ownership and global competition, there is a slow trend 
towards the adoption of the Anglo- American governance approach (Fisher, 2010: 3). 
 
Corporate governance has received much attention because of the wave of financial 
scandals in the early 2000s and the more recent global financial crisis (Moxey and 
Berendt 2008; Elgharbawy and Abdel-kader, 2012: 99). Corporate governance 
reforms including laws, codes, principles, and listing rules have been established to 
protect shareholders‘ rights, and restore investors‘ confidence in capital markets 
(Elgharbawy et al., 2012: 100). From the agency theory perspective, these reforms 
have largely contributed to the evolution of governance mechanisms that aim to 
mitigate the agency conflicts between managers and shareholders that result from 
the separation between ownership and control (Jensen and Meckling 1976; Dey 
2008; Elgharbawy et al., 2012: 100). It has been argued that there is a need to 
broaden the concept of governance beyond the compliance to a set of CG rules and 
laws (conformance) that ensure accountability, to include the performance aspects of 
governance that focus on strategy and value creation (performance) (Busco et al. 
2005; Elgharbawy et al., 2012: 100). Governance should not only focus on 
monitoring managerial performance to ensure accountability to shareholders, but 
should also focus on mechanisms for motivating management to maximise 
shareholders‘ wealth (Elgharbawy et al., 2012: 100).  
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According to Elgharbawy et al. (2012: 101-106) four methods of enterprise 
governance and management are relevant: 
 
2.5.1.1 Enterprise governance (EG) 
 
EG can be defined as a ‗‗set of responsibilities and practices exercised by the 
board and executive management with the goal of providing strategic 
direction, ensuring that objectives are achieved, ascertaining that risks are 
managed appropriately and verifying that organisation‘s resources are used 
responsibly‘‘ (Information Systems Audit and Control Federation, 2001, cited 
in Connell 2004; Elgharbawy et al., 2012: 101). Governance mechanisms 
should ensure accountability, but not at the expense of enterprise 
(Elgharbawy et al., 2012: 102). In addition, these frameworks focus on the 
dual role of the board of directors in governance (Huse, 2007; Elgharbawy et 
al., 2012: 102). This role includes protecting shareholder rights through 
ensuring accountability, meanwhile, enhancing value creation by providing 
knowledge and resources that help managers to assume the risks that benefit 
shareholders through improved performance (Zahraa et al. 2009; Elgharbawy 
et al., 2012: 102). 
 
2.5.1.2 Value-based management (VBM) approach 
 
VBM can be considered the latest evolutionary stage in management 
accounting practices where the attention has been focused on the creation of 
value through using techniques and technologies that identify the key drivers 
of customer value, shareholder value, and organisational innovation (Ittner 
and Larcker 2001; Elgharbawy et al., 2012: 103). VBM is a managerial 
approach where the company‘s overall aspiration, strategies, analytical 
techniques, management processes, performance measurements, and 
culture are aligned in order to achieve the ultimate objective of shareholder 
wealth maximisation by focusing on the key value drivers (Copeland et al. 
2000; Arnold 2008; Elgharbawy et al., 2012: 103). 
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2.5.1.3 Corporate entrepreneurship (CE) 
 
Entrepreneurial orientation, intrapreneurship, corporate venturing, 
innovativeness, entrepreneurial strategy, and entrepreneurial posture have 
been used to describe the construct of CE (Antoncic and Hisrich 2004; 
Elgharbawy et al., 2012: 105). CE can be defined as ‗‗the sum of a company‘s 
innovation, renewal, and venturing efforts. Innovation involves creating and 
commercialising products and technologies, providing financial and human 
resources for innovative projects, and maintaining an appropriate 
infrastructure for innovation (Elgharbawy et al., 2012: 105). Renewal means 
revitalising a company‘s business through innovation and changing its 
competitive profile (Elgharbawy et al., 2012: 105). Venturing requires creating 
and nurturing new business in current and new industries‘‘ (Zahra 1995: p. 
227; Elgharbawy et al., 2012: 105). Thus, CE is a multi-faceted construct 
which utilises alternate dimensions of entrepreneurship namely; 
innovativeness, risk-taking, and proactiveness (Miller 1983; Covin and Slevin 
1989; Lummpkin and Dess 1996; Short et al. 2010; Elgharbawy et al., 2012: 
105). Innovativeness is the company tendency to engage in and to support 
creating new ideas through developing new products/services as well as 
technological leadership via R&D in new processes (Lummpkin and Dess 
1996; Rauch et al. 2009; Elgharbawy et al., 2012: 105). Risk-taking is the 
level to which managers accept making large and risky resources 
commitments (Miller and Friesen 1978; Elgharbawy et al., 2012: 105). 
Proactiveness refers to ‗‗seeking new opportunities which may or may not be 
related to the present line of operations, introduction of new products and 
brands ahead of competition, strategically eliminating operations which are in 
the mature or declining stages of life cycle‘‘ (Venkatraman 1989: 949; 
Elgharbawy et al., 2012: 105). 
 
2.5.1.4 Contingency theory perspective 
 
The contingency approach is based on the basic notion that there is no 
unique best structure that fits all companies regardless of surrounding 
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circumstances; instead each organisational structure is a response to a set of 
contingencies (Otley 1980; Elgharbawy et al., 2012: 106). 
 
 
 
2.5.2 Tools and techniques for governing 
 
Botha (2013: 95) proposes the following essential tools for governing property 
development projects: 
 The provision of information and the use of discursive means to persuade 
people and organisations; 
 The use of fiscal and other economic measures to change the financial 
incentives facing people; 
 Building collaborative action between actors, for example to make spatial 
plans, and 
 The regulation of urban development, including the negotiation of community 
benefits. 
 
Real estate and property development are nowadays global businesses and 
corporate governance therefore an important issue for international investors, 
lenders, occupiers and developers worldwide (Schulte et al., 2006: 2). Some of the 
major issues real estate companies are concerned with today is standardised 
property valuation, transparency, executive compensation, board member‘s 
qualification and board appraisal, investor‘s relations and corporate rating (Schulte et 
al., 2006: 2). Corporate governance has to be perceived as a big opportunity for real 
estate industries worldwide in order to improve their reputation and to become more 
professional (Schulte et al., 2006: 2). Jones Lang LaSalle latest research shows that 
transparency is not equally distributed among real estate markets (see JLL, 2004; 
Schulte et al., 2006: 2). 
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Corporate Governance has to be perceived as a big opportunity for the real estate 
industry in order to improve its image and reputation and to become more 
professional (Schulte et al., 2006: 12). Furthermore, transparency and 
professionalism are key issues for property development enterprises. Corporate 
legitimacy has become a pressing issue in as much as the stakeholders‘ perception 
of the role of business in society has been significantly redefined (Colleoni, 2013: 
228). New ethical expectations have risen along with a set of contingent social 
responsibilities that corporations are now asked to fulfil by the various groups of 
stakeholders in society (Moreno and Capriotti, 2009; Colleoni, 2013: 228). 
 
2.6 Professional Feasibility and Viability Reporting 
 
The business process model for property development developed by Botha (2013) 
clearly highlighted the link between professional feasibility and viability reporting and 
financial risk management as part of entrepreneurial forecast. Prudent property 
developers in order to have certainty of returns and availability of market, ensure that 
the necessary feasibility analysis is done before embarking on the contemplated 
development especially if it is not for owner occupation (Yacim and Bello, 2012: 
246). A notable criterion in most feasibility analysis is availability of infrastructures in 
a property or residential neighbourhood which serves as magnet in wooing tenants 
and breeds market for the properties (Uroko, 2011; Yacim et al., 2012: 246). 
Provision of these infrastructures is within the confines of public authorities 
especially in the economies that guarantee such a practice (Yacim et al., 2012: 246).  
 
Botha (2013: 112) suggests that in each stage of the development process, there are 
numerous tasks that must be completed to achieve the desired increase in value and 
to move to the next stage in the process. As the stages change, the definition and 
importance of the tasks change (Botha, 2013: 112). Botha (2013: 112) suggests that 
for the purposes of the Development Matrix, these tasks have been separated into 
eight broad categories as follows: 
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 Acquisition; 
 Financing; 
 Market studies and marketing strategies; 
 Environmental; 
 Public approvals; 
 Improvements; 
 Transportation and accessibility, and 
 Disposition. 
 
These broad categories have different, yet specific tasks in each stage. Like stages 
of development, the lines between the categories are blurred as the tasks are related 
and often overlap (Botha, 2013: 112). For example the purchase contract negotiated 
in the acquisition category may impact the financing, environmental, and public 
approvals tasks (Botha, 2013: 113). 
 
Botha (2013: 120) refers to Cloete (2007) who identifies a feasibility study as an 
essential tool which is used to consider the potential outcome of a property 
development project. The feasibility study is an analytical instrument which evaluates 
the possible success of a development already in the planning stage of the property 
development process (Botha, 2013: 120). The ultimate objective of the feasibility 
study is to evaluate the available information that is applicable, and to compare this 
with the development objectives. It is therefore not a plan of action guaranteeing 
success, but only a systematic evaluation of development opportunities and 
restrictions (Botha, 2013: 120).  
 
The general framework for the content of a feasibility study includes the objectives of 
the developer, economic feasibility, marketing feasibility, physical feasibility, and 
financial feasibility (Botha, 2013: 121). These five main components form a broad 
framework that can be used to analyse the potential of any development (Botha, 
2013: 121). 
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2.6.1 The developers objectives 
 
The specific objectives of a developer are a result of the development strategy 
followed by him (Botha, 2013: 121). During the process of strategic planning, 
decisions are made regarding objectives, changes in objectives, the sources 
that have to be used to achieve the objectives and the policy that will be 
followed in obtaining, utilising and arranging these sources (Botha, 2013: 
121). The strategic objectives consist of economic objectives aimed at 
optimising the effectiveness of the total resource conversion process, as well 
as social or non-economic objectives (Botha, 2013: 121). The formulation of 
objectives is also influenced by the developer‗s perception of his 
responsibilities, as well as by the restrictions the environment places on 
behaviour, thus excluding certain options (Needham et al., 2003; Botha, 2013: 
121). The developer usually has a certain return / risk curve in mind as 
criterion for the evaluation of a specific development, even though he often 
does not formulate it explicitly (Botha, 2013: 122). The effect of risk can be 
incorporated with the profitability objective by adding a risk premium to an 
accepted risk-free rate of return (Cloete, 1996; Needham et al., 2003; Botha, 
2013: 122). 
 
2.6.2 Socio-economic Feasibility 
 
To determine whether a development will be successful or not, the feasibility 
study takes all the relevant factors into account in order to establish whether 
the socio-economic climate is favourable for the active and effective 
implementation of the development (McMahan, 1976; Botha, 2013: 122). The 
potential market must be characterised by the determining of selected 
indicators of economic activity, of which the individual and joint movements 
correlate with movement of the market, as well as by the identification of 
socio-political factors having a positive or negative influence on the market 
(Botha, 2013: 122). According to Botha (2013: 122) the various factors 
determining the prices and rent in the different property markets include: 
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 Demographic factors; 
 Urban growth pattern; 
 Property tendencies; 
 Macro-economic factors; 
 Trends in the building industry; 
 Income and expenditure patterns; 
 Local economic conditions, and 
 Political factors. 
 
2.6.3 Physical Feasibility 
 
The physical feasibility study is an analysis of the suitability of the site for 
suggested development (Botha, 2013: 127). It therefore is a match between 
the unique requirements of the proposed development and the unique 
characteristics of the specific site (Botha, 2013: 127). The physical feasibility 
study is limited to a site analysis of essential factors; detailed information is 
collected in the process (Botha, 2013: 127). The physical feasibility study can 
be described broadly under three headings namely (UN, 2010; Global Risks, 
2012; Botha, 2013: 127-130): 
 Site characteristics: site description, services, underground factors, 
topography, and vegetation; 
 Location characteristics: accessibility, method of transport, physical 
access, travel costs, exposure of the site and structure, and 
complementary activities, and 
 Environmental factors: climate, and uses of the adjacent and nearby 
land. 
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2.6.4 Market Feasibility 
 
A market analysis is the study of the supply and demand in the area studied 
with a view to determining whether a specific type of property is marketable. 
As such, it is an integral part of the feasibility study (Botha, 2013: 130). The 
ultimate goal of the market study is to inform the developer of the effective 
demand for the product at realistic price levels (Botha, 2013: 130). The latter 
eventually prescribes how much he can spend on the various cost 
components of the development (UN, 2010; Botha, 2013: 130). A market 
analysis is done to identify the market for a specific product and is therefore 
aimed mainly at the future (UN, 2010; Needham et al., 2003; Botha, 2013: 
130). The market analysis provides a description of the competitive marketing 
environment and conditions, and therefore forms a description of the factors 
that normally are beyond the developer‗s control (Botha, 2013: 130). 
According to Botha (2013: 130-133) a market analysis should identify the 
following: 
 Demand analysis: analysis of national economic conditions, define the 
trade area, and identify potential in the trade area; 
 Supply analysis, and 
 Financial Feasibility. 
 
In summary feasibility study is the evaluation and analysis of the potential of the 
proposed property development project, which is based on extensive investigation 
and research to provide full comfort to the decision makers (Botha, 2013: 354). 
Feasibility studies aim to objectively and rationally uncover the strengths and 
weaknesses of a proposed property development venture including opportunities 
and threats as presented by the economy, environment, the resources required to 
carry through, and ultimately the prospects of perceived success of new venture 
property development projects (Botha, 2013: 355). Furthermore, viability refers to the 
assessment of all the factors influencing perceived success of a proposed property 
development project including the feasibility study. Botha (2013: 355) identifies a 
viability study as an in depth investigation of the profitability of the business idea to 
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be converted into a business enterprise. The contents of a viability report should 
include (Botha, 2013: 355): 
 Feasibility report; 
 Recommendation report; 
 Evaluation report, and 
 References. 
 
2.7 Risk Management 
 
The previous section identified the importance of risk management for the 
entrepreneurial property developer. Khumpaisal, Ross and Abdulai (2010: 152) 
confirmed that there are risks associated with every investment, and real estate 
development as an investment is not an exception. Real estate development has its 
own risks, particularly in relation to the decision-making process for a new 
development project (Khumpaisal et al., 2010: 152). Risks affect the entire project 
management process in terms of schedule delay, cost overrun and quality of 
products (Khallafalah, 2002 ; PMBOK, 2002; Flyvbjerg et al , 2003 ; Gehner et al , 
2006; Khumpaisal et al., 2010: 152). With regards to the nature of real estate 
development projects, Booth et al (2002) and Blundell et al (2007) suggest that real 
estate development risks can only be managed within an overall framework of risk 
management processes (Khumpaisal et al., 2010: 152). There are various 
techniques that can be used to assess both systematic and non-systematic risks in 
the real estate sector, for example the Project Risk Ranking and the Construction 
Risk Management System (Al-Bahar and Crandall, 1990; Baccarini and Archer, 2001 
; Choi et al., 2004; Khumpaisal et al., 2010: 152). It is notable that a specific 
technique that might be applicable in one country and have the desired impact may 
not be applicable in another country owing to differences in the business 
environments (Khumpaisal et al., 2010: 152). These techniques are also subjective 
in nature, as they are not based on quantitative statistical measures (Choi et al., 
2004; Khumpaisal et al., 2010: 152). There is therefore a need for risk assessment 
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techniques that are based on a rigorous and quantitative statistical framework 
(Khumpaisal et al., 2010: 152). 
 
Risk is an ever-present aspect of business, and risk taking is necessary for profit and 
economic progress (Fisher and Robson, 2006: 135). Speculative property 
development is popularly perceived as a ‗risky business‘ yet, like other 
entrepreneurs, developers have opportunities to manage the risks they face (Fisher 
et al., 2006: 135). Developer type affects both the perception and management of 
risk (Fisher et al., 2006: 135). Consequently, while developers manage risk, 
decisions are however made on the basis of professional and business experience 
(Fisher et al., 2006: 135). 
 
Real estate development is a risky endeavour (Gimpelevich, 2010: 115). Some 
projects generate outsized returns while others languish or else entirely erase 
investment capital (Gimpelevich, 2010: 115). It is also an area of investment 
management that has historically seen slow adoption of financial risk modelling by 
practitioners (Gimpelevich, 2010: 116). Consequently, developers operating with 
their own funds often proceed with projects with little more than back-of-the-envelope 
calculations based on intuition and developers‘ yield or return on cost metrics 
(Gimpelevich, 2010: 116). Since institutional and private equity investors have 
become more active in funding development projects, many developers have 
adopted discounted cash flow as their primary risk management methodology, often 
augmented by multi-point sensitivity analysis (Gimpelevich, 2010: 116).  
 
Yardney (2012: 9) suggests that if the intention is to become involved in property 
development one must realize that there are potential risks involved. Furthermore, 
successful development is a matter of understanding and managing the associated 
risks. Yardney (2012: 9) identifies the following types of significant risks involved in 
property development: 
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 A downturn in the property market leading to lower property values or 
increased holding costs until the development properties are sold. 
 Finance Risks (Undercapitalisation): not having enough spare cash or 
financial buffers to cope with interest rates rising during the development 
resulting in increased holding expenses and therefore lower profits. 
 Increases in construction costs during the project. This was particularly 
obvious during the last property boom. I know of a number of inexperienced 
developers who thought that they entered into a fixed price contract yet were 
hit with cost variations.  
 Changes in the supply & demand ratio for real estate market as we are 
currently seeing in the inner city apartment market. This of course depresses 
property values and reduces your projected profit margin.  
 Unexpected disputes with building or trade contractors or unions, which can 
cause costly delays to a project. 
 Changes to the laws relating to property development could adversely affect 
the profitability and viability of your development project. This may include the 
laws relating to zoning and town planning restrictions on land use, 
environmental controls, landlord and tenancy controls, user restrictions, stamp 
duty, land tax, income taxation and capital gains tax. 
 Unexpected delays and increased holding costs may be encountered when 
town-planning (DA) approval is required for a development. Councils are 
currently very slow in assessing development applications and they reject 
many development / town planning applications. Not obtaining an approval or 
obtaining one on unfavourable terms is a growing risk for developers. The 
cost of obtaining approval or fighting council‘s rejection in a court of appeal is 
continually rising, and 
 Some inexperienced developers find that some of the improvements they 
have made to their properties do not result in an increase in value. They learn 
the hard way that increases in value do not necessarily occur in line with 
expenditure on improvements if they overcapitalise. 
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According to Yardney (2012: 10) many of these mistakes occur because of the 
inexperience of the developer or their failures to engage a professional project 
manager therefore, many of these risks are outside the control of the developer. 
Engaging a professional project manager, especially on the first one or two projects, 
should minimize the associated risks and may positively affect one‘s ability to borrow 
development funds, as the banks will have a sense of comfort when you have a 
professional on your side (Yardney, 2012: 10). 
 
In order to achieve a good investment with expected returns, property (real estate) 
projects must be managed properly (Reymen, Dewulf and Blokpoel, 2008: 582). This 
includes managing not only the design of these large-scale building projects (Chan 
and Yu, 2005; Reymen et al., 2008: 582), but also their value in order to enhance 
value in projects (Male et al., 2007; Reymen et al., 2008: 582). Another important 
aspect is risk management (Byrne and Cadman, 1984; Wedding, 2002; Shang et al., 
2005), which focuses mainly on assessing and controlling risks. Risk management is 
the main focus of this study (Reymen et al., 2008: 582). Risk management is about 
making decisions based on quantified risks in order to execute risk-response 
measures: it is a basis for decision-making in a project (Miles et al., 1997; Reymen et 
al., 2008: 582). Risks are defined as being uncertain events or conditions that, if they 
occur, have a positive or a negative effect on a project objective (Project 
Management Institute, 2000, p. 127; Reymen et al., 2008: 582). Risk management 
therefore focuses on analysing risks, implementing control measurements and 
evaluating (Reymen et al., 2008: 582). The literature on risk management focuses 
predominantly on the later project phases, such as preconstruction and construction 
phases, where a definitive design is made and an object is realized. In this part of 
the process risks can be assessed and controlled because many certainties already 
exist (RIBA, 2007; Reymen et al., 2008: 582). However, the most important 
decisions are made during the early project phases (Reymen et al., 2008: 582). In 
the early phases, the initial ideas of a project are translated into a design (Reymen et 
al., 2008: 582). This process is hard to control because of the involvement of many 
actors who act strategically and the lack of certainties (Reymen et al., 2008: 582). In 
the early phases managers cope with many uncertainties; managing all these 
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uncertainties in property projects is vital (Reymen et al., 2008: 582). Uncertainty 
management has gained a lot of attention in the business management literature 
(Van der Heyden, 1996; Reymen et al., 2008: 582). Its importance in relation to 
project management has been acknowledged (e.g. Morris, 2001; Ward and 
Chapman, 2003; Ramgopal, 2003; Pipattanapiwong, 2004; Reymen et al., 2008: 
582), especially in the early stages of a project‘s life cycle deserve more attention 
(Ramgopal, 2003; Winter et al. 2006; Reymen et al., 2008: 582). 
 
In the case of large developments, the development period can extend to years 
rather than months into the future, which increases risk and the potential costs 
associated with the property market turning against the development (UN, 2012; Zille 
et al., 2008; Botha, 2013: 40). In making a development decision, the developer 
needs to assess total development costs (Botha, 2013: 41). This will include land, 
materials, labour, capital, and administrative / regulatory costs, often referred to as 
transactions costs. The cost of land will be determined in the land segment and will 
be influenced by factors such as the town planning regulatory environment, the 
present and future availability of infrastructure and the competition for land between 
different uses (UNCED, 1993; Zille et al., 2008; Botha, 2013: 41). 
 
‗Risk Management‘ entails the holistic management of all the risk associated with the 
business of property development (Botha, 2013: 348). Property development is 
largely about risk as every property development project involves risk to a greater or 
lesser extent (Syms, 2002; Botha, 2013: 348). From the developer‗s perspective, the 
development process involves risk right up to the point where the last unit has been 
completed, let and / or sold (Syms, 2002; Botha, 2013: 348) supporting the viability 
findings during the feasibility stage before the initiation of the project. Fisher & 
Robson (2005) argue that in comparison with other industries, risk management has, 
thus far, not been sufficiently adjusted to the real estate asset sector (Botha, 2013: 
348). Fisher & Robson (2005) furthermore point out that risk is an ever-present 
aspect of business, and risk taking is necessary for profit and economic progress. 
Speculative property development is popularly perceived as a ‗risky business‘, yet, 
like other entrepreneurs, developers have opportunities to manage the risks they 
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face. Chan & Yu (2005) and Reymen, Dewulf & Blokpoel (2008) in turn argue that in 
order to achieve perceived success relative to financial returns, property (real estate) 
projects should be managed properly from a risk perspective (Botha, 2013: 348). 
This includes managing not only the design of the large-scale building projects 
(Chan & Yu, 2005; Reymen, Dewulf & Blokpoel, 2008; Botha, 2013: 348), but also 
their value in order to enhance value in projects (Male et al., 2007; Reymen et al., 
2008; Botha, 2013: 348). Risk management is about making decisions based on 
quantified risks in order to execute risk-response measures: it is a basis for decision-
making in a project (Reymen et al., 2008; Botha, 2013: 348). 
 
53 
 
 
 
Figure 2.2: The Process of Risk Management  
(Source: Khumpaisal et al., 2010: 156) 
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2.7.1 Uncertainty, the nature of risk and risk management in property development 
 
Risk often varies in the likelihood of its occurrence and its impacts from one project 
to another and risk changes its nature during the project life cycle (Smith, Merna and 
Jobling, 2006; Goh and Abdul-Rahman, 2013: 19). A lack of project information, 
particularly in the early stage of a construction project, always leads to a higher 
degree of risk associated with cost, time and quality (Goh et al., 2013: 19). The level 
of risk, however, may decrease with the project development (Goh et al., 2013: 19). 
When risks are being realised as the project progresses, the increased level of 
certainty reduces the level of risk in the project (Goh et al., 2013: 19). Project risks 
often tend to be interrelated, but they can sometimes be considered in isolation (Goh 
et al., 2013: 19). Risks can not only affect the achievement of project objectives but 
also influence the occurrence of one another (Goh et al., 2013: 19). According to 
Loosemore et al. (2006), the perception of risk varies at both individual and 
organisational levels because different people hold different views and have different 
understandings of a particular risk's components, sources, probabilities, 
consequences and preferred actions (Goh et al., 2013: 19). People's beliefs, 
attitudes, judgments and feelings are believed to influence risk perception to a 
certain extent (Akintoye and Macleod, 1997; Goh et al., 2013: 19). Risks which have 
not been identified and managed are undoubtedly unchecked threats to a project's 
objectives, which in turn may lead to considerable overruns in cost and scheduling 
(Goh et al., 2013: 20). For this reason, a systematic approach must be taken to 
manage risks throughout the development of a project (Mills, 2001; Goh et al., 2013: 
20). Risk management is a proactive decision-making process, which involves 
accepting a known risk and/or taking steps to mitigate the impact and likelihood of 
the occurrence of risks, to minimise the threats and maximise the opportunities 
(Loosemore et al., 2006; Goh et al., 2013: 20). 
 
Biased descriptions of risk focus on concern over hazards and the danger of the 
negative impacts of risk (Fisher et al., 2006: 136). ‗Pure‘ risks, such as fire, can 
result in either a loss or no loss (Laster, 2001; Fisher et al., 2006: 136). A hazard has 
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the potential to inflict negative consequences, probability is the likelihood of the 
hazard occurring, and impact is the degree of damage that would result (Fisher et 
al., 2006: 136). Risks can be compared in monetary terms by their ‗expected values‘, 
which are the product of the impact and its probability (Walker and Greenwood, 
2002; Fisher et al., 2006: 136). Risk is a combination of the probability, or frequency, 
of the occurrence of a defined hazard and the magnitude of the consequences of the 
occurrence, (British Standards Institute 1991; Fisher et al., 2006: 136). Commercial 
decisions typically deal with uncertainties, such as interest rates, that may result in 
negative losses but also positive gains (Hillson, 2002; Fisher et al., 2006: 136). This 
may be termed ‗speculative‘ risk (Fisher et al., 2006: 136). 
 
The focus of real estate literature concerning risk has been the application of 
investment theory, the risk profiles of property assets and the role of property in 
portfolios (Byrne and Lee, 2000; Fisher et al., 2006: 138). Investors must judge the 
probability of future levels of return and the conventional measure of risk is the 
standard deviation of past returns (Hoesli and MacGregor, 2000; Fisher et al., 2006: 
138). ‗Unsystematic‘ risk, which includes for example tenant covenant, building 
quality and legal constraints, can be avoided by diversification in large portfolios. 
‗Systematic‘ or ‗market‘ risk, which includes change in economic conditions, interest 
rates or taxation, remains after a portfolio has been, diversified (Fisher et al., 2006: 
138). Capital market theory has evolved to guide diversification towards efficient 
portfolios (Brown and Matysiak, 2000; Fisher et al., 2006: 138). By contrast, 
discussion of risk in construction focuses upon unsystematic and even pure risk 
(Mills, 2001; Fisher et al., 2006: 138). The treatments of risk, in investment and 
construction, are both aspects of the speculative developer‘s risk problem (Fisher et 
al., 2006: 138). Developers need to be aware of risks and approaches to risk in 
letting, investment, land, construction and finance markets. Uncertainty lies at the 
root of property development, which produces a product in anticipation of unknown 
future demand (Fisher et al., 2006: 138).  
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Development is a complex stochastic process whose features vary with time and 
place (Fisher et al., 2006: 138). A secondary concern in the literature has been the 
development of traditional development appraisal and discounted cash flow through 
the application of probability simulation, notably Monte Carlo Analysis (Mollart, 1988; 
Fisher et al., 2006: 138). With these techniques, developers and their advisers use 
judgement and experience to apply values and probabilities to the main development 
appraisal inputs (Fisher et al., 2006: 138). This allows them to model the range of 
likely returns from alternative projects, which can then be compared for return and 
risk (Byrne, 1996; Fisher et al., 2006: 138). Therefore, while the analysis of 
development risk is addressed in the literature, much less attention has been paid to 
risk perception and response (Fisher et al., 2006: 138).  
 
Graaskamp discussed risk avoidance, writing about developers who become 
emotionally attached to projects and fail in this respect; he also considered risk 
transfer in terms of insurance, limited liability and contracts (Ciochetti and Malizia, 
2000; Fisher et al., 2006: 138). Development risks have to be borne for different 
durations. Thus, for example the risk of discovering archaeological remains is 
typically short-term compared to the risk of letting (Fisher et al., 2006: 138). As the 
development project proceeds, developers‘ knowledge about likely outcomes 
increases as their room for manoeuvre through risk response diminishes (Fisher et 
al., 2006: 138). Decision makers may respond to risk by avoidance, reduction, 
transference or retention as illustrated below in figure 2.3 (Fisher et al., 2006: 137). 
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Figure 2.3: The Management of Risk (Source: Fisher et al., 2006: 137) 
 
2.7.2 PESTLE Analysis 
 
The holistic entrepreneurial effort entails a visionary approach amongst other 
identified factors from the humanitarian studies (Kille, 2011). The term PESTLE 
stands for Political, Economic, Social, Technical, Legislative and Environment 
(Rogers, 1999; Havergal and Edmonstone, 1999). A PESTLE analysis is a strategic 
planning technique that provides a useful framework for analysing the environmental 
pressures on a team or an organisation (Rogers, 1999; Havergal and Edmonstone, 
1999). Furthermore, A PESTEL Analysis can be particularly useful for groups who 
have become too inward-looking (Rogers, 1999; Havergal and Edmonstone, 1999). 
Property developers may be in danger of forgetting the power and effect of external 
pressures for change because they are focused on internal pressures (Rogers, 
1999; Havergal and Edmonstone, 1999). Consequently, this technique can be 
utilised for a large or a small group activity (Rogers, 1999; Havergal and 
Edmonstone, 1999). 
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Botha (2013: 214) outlines the PESTEL framework as follows: 
 Political: could include changes in government, such as a new Prime Minister, 
and resultant policy changes; 
 Economic: includes changes in public spending, interest or exchange rates, 
and the climate for business investment; 
 Social: includes changes in lifestyles, attitudes, buying habits or demographic 
changes, such as extended life expectancy and the growth of the grey market; 
 Technological: may include new products and services, or new approaches to 
research and development activity; 
 Environmental: the impact of green policies to minimize the effects of climate 
change, and 
 Legal: includes new legislation, such as the introduction of the minimum wage 
or changes in Health & Safety legislation. 
 
Furthermore, Botha (2013: 214) states that in addition to the PESTEL framework 
organisations will need to examine competitors‘ current and potential, in order to 
determine their capabilities and strategies before evaluating their likely action or 
response. Property development is conditioned by a range of contextual forces 
which give rise to development of certain types in particular locations (Botha, 2013: 
214). These forces impact on the development site and on the stakeholders who 
control events in the project (Fisher, 1999; Collins, 1999; Botha, 2013: 215). 
 
2.7.3 SWOT Analysis 
 
The introductory section to this paragraph explained the entrepreneur, his cognitive 
thinking, behaviour and his visionary approach towards identifying opportunities 
whilst analysing threats in balancing his strengths and weaknesses on an on-going 
basis. Al-Araki (2013: 615) identified SWOT (Strength, Weakness, Opportunities and 
threats) as one of the most frequently employed instruments in strategic analysis, but 
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also in other evaluative studies. This wide usage is as a result of the simplicity and 
flexibility of its four key factors (Al-Araki, 2013: 615). There are numerous areas 
where SWOT has been employed by various organisations in both private and public 
sectors (Al-Araki, 2013: 615). SWOT appears to function well in producing action 
plans and cooperative strategies (Al-Araki, 2013: 615). In addition, it is often used as 
a finely tuned instrument for making final evaluations (Al-Araki, 2013: 615). It has 
been claimed that one feature making SWOT a powerful research instrument is its 
bottom-up, as opposed to top-down, orientation to data collection (Al-Araki, 2013: 
615). 
 
SWOT analysis or categorising issues into strengths, weaknesses, opportunities, 
and threats is one of the most respected and prevalent tools of strategic planning 
(Glaister and Falshaw, 1999; Helms, Rodriguez, de los Rios and Hargrave, 2011: 
270). SWOT is used to identify cultural impediments and advantages and external 
governmental roles as well as internal company issues (Helms et al., 2011: 270). It 
has been used for identifying and exploiting opportunities in a wide variety of 
situations (Helms et al., 2011: 270). For entrepreneurs, SWOT is an appealing 
methodology for both its flexibility and precision (Helms et al., 2011: 270). While 
SWOT analysis is based on a seemingly simple framework, its application for 
complex situation analysis is widely respected (Helms et al., 2011: 270). SWOT 
examinations are a useful strategic tool to fill gaps in the assessment of economic 
conditions facing an entity as well as categorize internal variables (Helms et al., 
2011: 270). SWOT analysis assists in the identification of environmental 
relationships as well as the development of suitable paths for countries, 
organisations, or other entities to follow (Proctor, 1992; Helms et al., 2011: 270). 
Valentin (2001) advocates SWOT analysis as the traditional means for searching for 
insights into ways of crafting and maintaining a profitable fit between a commercial 
venture and its environment (Helms et al., 2011: 270). SWOT analysis was first 
described by Learned et al. (1969) and has grown as a key tool for addressing 
complex strategic situations by reducing the quantity of information to improve 
decision-making (Helms et al., 2011: 270). Internal issues can include image, 
structure, access to natural resources, capacity and efficiency, and financial 
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resources while external issues can include customers, competitors, trends in the 
market, partners and suppliers, social changes and new technology, and various 
environmental issues including economic, political and regulatory (Helms et al., 
2011: 270). From the list of SWOT, a firm, country or other entity can determine how 
to leverage its strength, improve its weaknesses, seize opportunities and avoid 
potentially harmful threats or at least monitor them through more consistent 
environmental scanning (Helms et al., 2011: 270). 
 
Researchers (Ansoff, 1965; Andrews, 1987; Porter, 1991; Mintzberg et al., 1998; 
Helms et al., 2011: 271) agree SWOT provides the foundation for realization of the 
desired alignment of variables or issues. Through listing favourable and 
unfavourable internal and external issues in the four quadrants of a SWOT analysis, 
planners can better understand how strengths can be leveraged to realise new 
opportunities and understand how weaknesses can slow progress or magnify threats 
(Helms et al., 2011: 271). In addition, it is possible to postulate ways to overcome 
threats and weaknesses (Hofer and Schendel, 1978; Schnaars, 1998; McDonald, 
1999; Kotler, 2000; Helms et al., 2011: 271). Applications of SWOT have been used 
as a tool to assess the implementation of an environmental management system 
(Lozano and Valle´s, 2007; Helms et al., 2011: 271), a regional economic 
development public works project (Lai and Rivera, 2006), interconnections of retail 
technology (Bielski, 2006), industry global competitiveness (Shinno et al., 2006), 
non-governmental organisations as trade development partners (Domeisen and de 
Sousa, 2006), competitive advantages of government (Chang and Lin, 2005), hotel 
reform (Yu and Huimin, 2005), country concentration in a major industry (Tam et al., 
2005), outsourcing (Nair and Prasad, 2004), strategic development in higher 
education (Dyson, 2004), and for company performance and quality (Ahmed et al., 
2006). SWOT has also been used in the analysis of a number of developed and 
developing economies (Helms et al., 2011: 271).  
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In conclusion, SWOT focuses on the following questions: What are the internal 
Strengths (S) of the organisation and its internal Weaknesses (W)? What external 
Opportunities (O) might move the organisation forward and what external Threats (T) 
might hold it back? Appraisals of external Opportunities and Threats in the 
environment of the organisation as well as assessment of internal Strengths and 
Weaknesses could ultimately lead to the elaboration of organisational strategies (Al-
Araki, 2013: 624). In this way, SWOT clearly belongs to the field of qualitative 
research (Al-Araki, 2013: 624). 
 
2.8 Consumer Confidence and Ability 
 
Botha (2013: 458) confirmed that consumer confidence has a significant influence on 
the initiative to develop property. Bracha and Julian (2011: 4) identified that it has 
long been known to psychologists that affective states such as emotion and 
confidence can impact decision‐making, including risk attitudes and other decisions 
that are quantitatively important to the economy. Lerner and Keltner (2001) found 
that fear and anger are emotional states that are likely during a negative experience 
such as a recession, have an effect on risk taking in a heterogeneous manner 
(Bracha et al., 2011: 4). It is notable that fear is associated with a reduced sense of 
control and more risk aversion, whereas anger is associated with active urgency, 
optimism, and relatively more risk seeking behaviour (Bracha et al., 2011: 4). 
 
However, not all experiences influence attitudes and beliefs equally (Bracha et al., 
2011: 5). During traumatic situations, having first-hand experience with dangerous 
situations such as crime and natural hazards, disproportionately leads to behaviour 
change, although the effect does not appear in every situation for example vehicular 
accidents don‘t seem to induce greater seatbelt utilisation (Bracha et al., 2011: 5). 
People are influenced more by situations they actually interact with rather than those 
they simply observe (Bracha et al., 2011: 5).  
62 
 
 
 
 
During financial crises individuals who lost money in the crisis are more pessimistic 
about future crises, and indeed are more likely to withdraw their savings from 
financial institutions (Bracha et al., 2011: 5).  
 
Malmendier and Nagel (2011) ask whether people who have experienced lower 
returns over the course of their life behave differently when making financial choices 
(Bracha et al., 2011: 6). Using an empirical strategy that exploited variation over time 
in US stock returns, they found an effect of economic hardship on economic 
behaviour: those with worse experiences are less likely to participate in the stock 
market and hold fewer stocks within their portfolio, even conditional on participation 
(Bracha et al., 2011: 6). Consequently, they found a stronger negative effect for 
younger individuals (Bracha et al., 2011: 6).  
 
Finally, do consumer confidence surveys correspond neatly to any well-defined 
economic concept, or do they furnish only a nebulous barometer of household 
disposition? Evidence suggests that the most popular survey measures do contain 
some information about the future path of aggregate consumer expenditure growth 
(Ludvigson, 2004: 29). However, much of that information can be found in other 
popular economic and financial indicators, and the independent information provided 
by consumer confidence predicts a relatively modest amount of additional variation 
in future consumer spending (Ludvigson, 2004: 30). Moreover, there is some 
evidence that consumer confidence surveys reflect expectations of income and non–
stock market wealth growth, but evidence on the connection between these surveys 
and precautionary saving motives is mixed (Ludvigson, 2004: 23). 
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The tendency of optimistic behaviour to reinforce itself builds confidence for the 
players in the market place and creates feedback processes that generate higher 
and higher expectations about the future (Wyman et al., 2011: 343). Traders take a 
dynamic outlook as they form expectations of other people‘s expectations (Wyman et 
al., 2011: 343). The assumption that investors have rational expectations and will act 
accordingly ceases to operate (Wyman et al., 2011: 343). Rational expectations are 
replaced by cliche´s such as: ―the trend is your friend‖ and that ―if prices have been 
increasing; they will continue to increase‖ (Kindleberger and Aliber, 2005, p. 38; 
Wyman et al., 2011: 343). Behavioural economists suggest that the American 
property market encountered such a speculative bubble in the early 2000s when 
housing prices more than doubled in just six-and-half years, before collapsing by 30 
percent in the next three years (S&P/Case-Shiller, 2010; Wyman et al., 2011: 344). 
The spill over problem of real estate crashes is exacerbated by the sheer size of the 
real estate economy as it constitutes over 50 percent of total world wealth (Malpezzi, 
2001; Wyman et al., 2011: 344). Therefore, the success of any modern business 
today depends increasingly on what customers and stakeholders think about the 
company and what it is doing (Malmein, 2007: 298). 
 
 
2.9 Conclusion 
 
In this chapter, the literature suggests that entrepreneurship is an integral part of any 
enterprise. Furthermore, an entrepreneur is innovative, driven, and determined. 
Consequently, literature suggests that the entrepreneur will have a positive influence 
on the perceived success of new venture property development projects. The 
evident variables included in the theoretical framework, are operationalised in 
chapter four. Chapter three however, will now discuss property development and 
project management. 
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CHAPTER THREE: PROPERTY DEVELOPMENT AND PROJECT MANAGEMENT 
 
3.1 Introduction 
 
Property development within the context of entrepreneurship is an exciting, 
occasionally frustrating, and increasingly complex activity involving the use of scarce 
resources (Botha, 2013: 32). It is a high-risk activity that often involves large sums of 
money tied up in the production process, providing a product that is relatively 
indivisible and illiquid (Wilkinson et al., 2008; Botha, 2013: 32). The success of a 
business is due to many factors, but the greatest determinant of a business's 
success is the entrepreneur (Driessen, et al., 1997: 1). Naturally the entrepreneur's 
diplomas, business knowledge and craftsmanship play an important role, however 
Driessen, et al. (1997: 1) argue that the personality of the entrepreneur is even more 
significant. Driessen, et al. (1997: 1) outlines the following: 
 "How strongly does the businessman believe in himself and the success of his 
business?"  
 "How persistent is the upcoming pioneer when setbacks follow one after the 
other?"  
 "How decisive can the entrepreneur be in changing threats into business 
opportunities?"  
Driessen, et al. (1997:1) inform that these are just a few of the situations that 
businessmen could deal with, and there is no doubt that not everyone can cope with 
these situations. Therefore, people who start up and run businesses need to know 
their own strengths and weaknesses because "entrepreneurship involves the ability 
to build a 'founding team' with complementary skills and talents" (Timmons, 1994, p. 
7; Driessen, et al., 1997:1). Self-knowledge through self-analysis is therefore of 
paramount importance (Driessen, et al., 1997:1). However, self-analysis demands 
honesty, discipline and an understanding of one's own personality in relation to one's 
behaviour (Driessen, et al., 1997:1). 
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Success very often depends upon attention to the detail of the process and the 
quality of the judgment that guides it (Botha, 2013: 32). Success as the lack thereof, 
however, cannot be judged purely by the size of the profit or loss in financial terms, 
although the profitability factor is a key indicator towards the perceived success of 
property development projects (Abbink & van Dokkum, 2008; Botha, 2013: 32). 
Property development is a worthwhile and very rewarding discipline, thereby 
attracting highly qualified professional practitioners (Wilkinson et al., 2008; Botha, 
2013: 33). The goal of any business is to maximise the wealth of its owners (Hall and 
Lowies, 2010: 63). Real estate development can be one of the largest contributors to 
wealth in society (Hall et al., 2010: 63). It plays a key role in determining the level of 
economic prosperity of individuals, business firms and the country (Hall et al., 2010: 
63). Property developers can have a positive impact on a community, especially 
when they develop residential property (Hall et al., 2010: 63). However, for 
residential property developers to be successful wealth creators, they have to 
conduct sound financial planning, make the right decisions and use prudent financial 
management techniques (Hall et al., 2010: 63). 
 
The success of a development involves visualising the total picture of a development 
in the design from given, changeable, and newly created resources (Botha, 2013: 
49). The innovative combination is chosen to give satisfaction to the consumer, and, 
hence, profitability (Botha, 2013: 49). This is an entrepreneurial characteristic and 
task. The developer is the motor in the innovative process and from this the 
developer builds a storyline that develops the relationship between the consumers 
and a planned development in terms of social life (Psilander, 2004; UNESCO, 2010; 
Botha, 2013: 49). 
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When developers need to make financial decisions, they are faced with numerous 
alternatives, some of which are more beneficial to them than others (Hall et al., 2010: 
63). By applying sound financial principles and techniques, they can choose the best 
alternative – the alternative that will ultimately be the most financially rewarding and 
create the most value (Hall et al., 2010: 63). One can therefore safely assume that 
there is a need among practitioners in the property development sector not only to 
understand the basics of financial management, but also to be informed of the 
application of optimal financial management techniques (Hall et al., 2010: 63). 
 
3.2 Property Development 
 
The property development process is a complex, multi-stage process in which state 
and local governments interact with their citizens (and voters) as well as the private 
businesses (Berke, Kartez & Wenger, 1993; Botha, 2013: 38). Property development 
is the continual reconfiguration of the built environment to meet society‘s needs 
(Yardney, 2012: 4). New apartments, townhouses, road, sewers, houses, office 
buildings and shopping complexes don‘t just happen (Yardney, 2012: 4). Somebody 
must motivate and manage the creation, the maintenance and then the eventual 
recreation of the spaces in which we live, work and play (Yardney, 2012: 4). The 
need for development is constant because populations, technology and our tastes 
never stop changing (Yardney, 2012: 4). Property development is an extremely 
creative process and property developers are creators (Yardney, 2012: 4). 
Furthermore, developers take a project from the conception of an idea in their mind 
through the design and approval phase, financing, construction and then eventually 
the leasing or sale of the project (Yardney, 2012: 4). Successful property developers 
can be compared to movie producers (Yardney, 2012: 4). Consequently, developers 
assemble a highly talented team of people and skilfully lead them to develop a 
profitable outcome (Yardney, 2012: 4). Developers need to be proactive and make 
things happen (Yardney, 2012: 4). They must also be creative, flexible and adaptive 
to take their project through this maze (Yardney, 2012: 4). 
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The real estate and property development process can be described in a seven-
stage model that begins with ‗land banking‘ and extends through the ‗re-development 
stage‘ (Thomas, 2006; Botha, 2013: 37). In each stage, value is created by reducing 
risk and uncertainty and by producing a ‗finished product‘ that can be sold to the next 
stage of development. Effectively, each stage ‗buys‘ an input product from the 
preceding stage and ‗sells‘ a finished product to a subsequent stage (Baird, 1999; 
Botha, 2013: 37-38). In each stage, certain economic objectives must be achieved 
by using a combination of talents to complete certain tasks and by accepting specific 
risks. In this process, there is not a single developer or a single source of capital 
(Botha, 2013: 37-38). Since each stage requires specific talents, it is very unusual 
that a successful developer in one stage can be successful in another stage (Velicer, 
Porchaska, Fava, Norman & Redding, 1998; Botha, 2013: 38). 
 
Land has been identified as a key determinant of economic and social development 
(Manaf, Er, Ismail, Lydon, Sivapalan, Hussain, Saad, Zaimah, and Faud, 2013: 63). 
Generally, land supply plays an important role in providing housing which includes a 
variety of options to meet the needs of commercial and industrial sectors (Manaf et 
al., 2013: 63). Hence, the distribution of urban land for development will affect the 
structural development of a city (Manaf et al., 2013: 63). The existence of vacant 
urban land can lead to an unbalanced real estate development (Manaf et al., 2013: 
63). As such, the government has to consider the adequacy of land supply which is a 
key input affecting the interest and benefit of urban residents (Manaf et al., 2013: 
63). Therefore, it is not surprising if land supply strategy becomes an important part 
of the social and economic development strategy (Manaf et al., 2013: 63). This is 
because land supply strategy tends to provide guidance to property owners, potential 
owners, property investors, organisations, and the industrial sector (Manaf et al., 
2013: 63). In a concrete sense, land supply strategy can be viewed as a long term 
solution to land use and property issue in urban areas (Manaf et al., 2013: 63). 
 
In trying to explain the South African property industry, one can best describe its 
characteristics by adopting a comparative approach (Mooya, 2010: 150). In this 
regard, comparing the broad context in which the South African property industry is 
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located to that of the developed Western countries is instructive (Mooya, 2010: 150). 
The latter provide useful comparators as they are often held up as examples of 
industry maturity and best practice (Mooya, 2010: 150). Three key contextual issues 
are argued as impacting on the South African property industry: economic and social 
transformation, economic duality and institutional pluralism, and the status of the 
country as an emerging economy (Mooya, 2010: 150). South Africa is classified as 
an emerging economy, one that is making the transition from the status of being a 
developing country to that of being a developed one (Mooya, 2010: 153). It belongs 
to a category of countries that include Brazil, India, China and the group of countries 
collectively named the ‗Asian Tigers‘. These economies are often characterised by 
rapid economic growth (Mooya, 2010: 153). This growth tends to find expression in 
increased investment and output in all sectors, including in the property industry 
(Mooya, 2010: 153). Emerging economies therefore tend to provide enhanced 
opportunities for the property sector. 
 
How then does the South African economy score as an emerging one? On the plus 
side of the balance sheet the country has, by all accounts, a world-class 
sophisticated financial services infrastructure (Mooya, 2010: 153). This is anchored 
on a well-regulated and liquid banking sector, and stock markets. In addition, there is 
a basic macro-economic and political stability (Mooya, 2010: 153). The country 
therefore offers good opportunities for property investors and developers, in terms of 
finance and investment options, for example, in a well-regulated environment 
(Mooya, 2010: 153). On the negative side there are stubbornly low levels of 
economic growth (circa 4%) and high levels of unemployment (circa 30%) (Mooya, 
2010: 153). In terms of income distribution, South Africa is one of the most unequal 
in the world, with a Gini coefficient of 0.679 reported to be the worst in the world 
(Pressly, 2009: 1; Mooya, 2010: 153). Poverty is widespread, explaining in part the 
high crime levels in the country (Mooya, 2010: 153). Low levels of economic growth, 
widespread unemployment and high levels of income inequality tend to affect the 
South African property industry negatively (Mooya, 2010: 153). Overall, the South 
African economy is an uneasy mixture of the ‗first‘ and ‗third‘ world (Mooya, 2010: 
153). This is an economy, however, with a great deal of upside potential (Mooya, 
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2010: 153). Recent government efforts aimed at increasing GDP growth rates to at 
least 6% per annum (considered the minimum necessary to deal with endemic 
poverty) have the potential, if successful, of transforming the property sector (Mooya, 
2010: 153). 
 
Players in the development segment carefully consider supply and demand 
conditions in the space market, as well as property values derived from the capital 
segment of the market (Botha, 2013: 39). If the ratio between capital values and 
building activity is attractive and development risks are deemed to be acceptable, 
development activity will be forthcoming (Botha, 2013: 39). Of course the ability to 
develop will also be influenced by factors such as town planning and the efficacy of 
other development related regulations (Botha, 2013: 39). It is therefore in the 
development segment that developers assess the possible risks and returns 
associated with new developments and decide whether to supply the market or not 
and whether certain markets should be targeted (Zille et al., 2008; Botha, 2013: 39). 
 
 
 
Figure 3.1: Demand and supply factors in the development segment (Source: 
Goering, 2009; Botha, 2013: 40) 
 
The primary objective of the developer is to assess the value of a completed 
property against the costs associated with the development of that property (Botha, 
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2013: 400). Moreover, one of the challenges for the developer is also to ascertain 
the value of the developed property some time into the future (Botha, 2013: 40). This 
will be based on future expectations regarding the macro-economy, rentals, capital 
values, and building costs (Zille et al., 2008; Botha, 2013: 40). 
 
Most property development texts include an account of the phases of the 
development process, though the heading is never the same (Syms, 2002; Botha 
2013: 47-48). Fisher (2005) lists the following phases of development as referred to 
by Botha (2013, 47-48): 
 Opportunity / site selection; 
 Market analysis; 
 Site investigation; 
 Feasibility study; 
 Professional appointments; 
 Financing; 
 Planning application; 
 Site assembly / purchase; 
 Design; 
 Tendering / contracting; 
 Construction; 
 Promotion; 
 Letting, and 
 Sale. 
 
3.2.1 Property Development Process 
 
Land development is a complex process in the built environment (Manuf et al., 2013: 
66). This complexity is mainly due to spatial and temporal variation between one 
development project and another (Ratcliffe & Stubbs, 1996; van der Krabben, 1995; 
Manuf et al., 2013: 66). Although various theoretical approaches attempt to consider 
fully the whole range of issues in the land process, they contain both strengths and 
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weaknesses in representing the complex nature of the built environment production 
(Manuf et al., 2013: 66). In general, various theoretical approaches such as the 
neoclassical, empiricist, humanist, structural, structure and agency, and the 
institutional analysis model consider the actor and the wider external forces which 
affect their decisions in the land development process (Gore & Nicholson, 1991; 
Healey & Barret, 1990; Healey,1992; Manuf et al., 2013: 66). 
 
When the real estate development project develops into the building construction 
phase, it needs to have great control over quality, cost and time: as a technical 
specification, quality is the most basic technical condition to achieve the project's 
functions, while the changes of cost and schedule will also affect the development 
projects economic benefits directly (Liu and Chen, 2011: 51). Therefore, in order to 
achieve the desired economic benefits, real estate development companies focus on 
the project quality objectives under certain conditions, and the most important is to 
control the cash flow (Liu et al., 2011: 51). That means the decision-making process 
of project income, expenses and the corresponding timing to form the project 
development plan, and control the project based on this standard process (Liu, et al., 
2011: 51). According to Liu et al. (2011: 51) the main flows of real estate 
construction projects are illustrated in Figure 3.2. 
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Figure 3.2: Flow Chart of Real Estate Construction Projects (Source: Liu et al., 
2011: 54) 
 
 
Botha (2013: 111-112) outlines that the seven essential stages in real estate 
development include land banking, land packaging, land development, building 
development, building operations, building renovation, and re-development. These 
stages are briefly described as follows: 
 In the Land Banking Stage, the ‗land banker‗ passively holds land and waits 
for general market trends and forces to increase the value of the land. The 
land banker then sells the land to a ‗land packager‗; 
 In the Land Packaging Stage, the land packager‗ buys the land from the land 
banker‗ and then improves the value of the land through conceptual land 
planning, zoning changes, financing schemes, or other paper enhancements 
such as title insurance, accurate surveys, or environmental studies. The land, 
thus packaged, is sold to the land developer‗; 
 In the Land Development Stage, the land developer‗ buys the land with its 
entitlements and paper enhancements from the land packager‗ and then 
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improves the land so it can sold off as finished / building ready‗ lots to the 
‗building developer‘. The improvements often include construction of the 
horizontal infrastructure such as roads and utilities, as well as common area 
improvements such as water detention or recreation facilities; 
 In the Building Development Stage, the building developer‘ buys the finished 
lot from the land developer and then constructs the building improvements so 
it can be sold to the ‗building operator‘. During the building development 
stage, the developer usually attempts to pre-lease the building to enhance its 
value to the building operator; 
 In the Building Operating Stage, the building operator leases and manages 
the property, and develops a verifiable operating history so the property can 
be sold to other building operators during its economic life or sold to a 
‗building renovator‗ at the end of its economic life. Proving a reliable and 
predictable level of annual cash flows increases the value of the property; 
 In the Renovation Stage, the building renovator‘ buys the property with 
substantial economic obsolescence and physical deterioration from the 
building operator‘ and creates value by curing these deficiencies and re-
marketing the property. The building renovator‗ can sell the building to another 
building operator or hold it until it is ready to be sold to a ‗building re-
developer‗, and 
 In the Re-development Stage, the re-developer‘ buys the property with such 
serious economic and physical deterioration that it must be torn down or re-
constructed for a different use. The redeveloper is in essentially the same 
position as the land banker, as he waits for the general market trends and 
forces to increase the value of the property as the potential for redevelopment 
draws closer. The re-developer then sells the property to a land packager and 
the development cycle begins anew. 
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3.2.2 The Property Developer 
 
In classic economic terms the real estate developer is the entrepreneur that 
combines land, labour, and capital to make a profit by creating a finished product 
whose value is greater than the costs of the component inputs (Norton, 2002; 
Walker, 2000; Botha, 2013: 53). In doing so, the developer takes the risks of the 
business enterprise in expectation of achieving a return that adequately rewards this 
risk-taking behaviour (Botha, 2013: 53). In efforts to identify the required 
competencies of an entrepreneurial property developer Botha (2013: 53) refers to 
Psilander (1999) who suggests that the entrepreneurial developer must have the 
competence to: 
 Identify and niche a development; 
 Outsource the organisation of the development process, and 
 Take total project responsibility. 
 
Property developers form teams that combine multiple professional disciplines such 
as architects, engineers, contractors, building suppliers, and municipal inspectors, all 
of whom view the development process differently (Godfried & Simon, 1996; Botha, 
2013: 57). Also lawyers, accountants, lenders, and marketing experts have incredibly 
different expectations of the development process (Botha, 2013: 57). Each of these 
professionals must achieve certain objectives in order to be paid in a plethora of 
ways such as hourly wages, percentage of cost, fixed fees, and commissions (Botha, 
2013: 57). The developer must define the roles, objectives, and compensation 
schemes for each professional group in such a way that the finished development 
has a value greater than the costs in order for the developer to make profit (Botha, 
2013: 57). In business school terms, real estate developers must manage up and 
manage down as well as manage outside and inside of the firm (Dreyer & Berkley, 
2009; Botha, 2013: 57). 
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Private sector development firms exist in a variety of forms and sizes from 
individuals to multinationals (Botha, 2013: 68). Their purpose is usually clear-cut: to 
make a direct financial profit from the process of development (Botha, 2013: 68). The 
major difference between development firms is whether they operate primarily as 
traders or investors (Botha, 2013: 68). Most small firms have to trade, that is to sell 
the properties they develop, as they do not have the capital resources to be able to 
retain their completed schemes (Botha, 2013: 68). At the other end of the scale, 
some of the largest development firms hardly undertake any new development at all, 
being content to arrange their portfolio and undertake only refurbishment and 
redevelopment work (Botha, 2013: 68). Residential developers operate almost solely 
as traders as the market is heavily biased towards owner occupation, but many 
become significant landowners during the conversion processes (Botha, 2013: 68). 
There is still a significant amount of specialist buildings, infrastructure and offices 
being provided and there are quasi-development companies (Botha, 2013: 68). Local 
authorities, however, still try to act as a catalyst for development and supply both 
land and, where possible, buildings to bring about development perceived as 
necessary and not being supplied by the market (Wilkinson et al., 2007; UN, 2010; 
Botha, 2013: 68). 
 
Botha (2013: 90) suggests that there are large numbers of distinct professions 
associated with the provision of built structures, even in the property development 
sub-sector. According to Botha (2013: 90) they fall into three general functional 
types: 
 Market professionals: they offer advice on market conditions; act as agents for 
parties in property transactions and management; assist in market search in a 
variety of ways - site or office user identification, building planning and land-
use planning advice. In the UK chartered surveyors are the main group 
involved in these activities, though there are others (Guy & Henneberry, 2000; 
Botha, 2013: 90); 
 Construction professionals: they provide skills in the design and management 
of building projects. Architects and structural and consulting engineers provide 
the main design input, aided by other specialists, such as heating and 
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ventilation and lift (elevator) engineers. Valuation engineers will interrelate 
with the design professions to try and maximize value for money in meeting 
design objectives, through advice on layout, building materials, and the 
building process. Construction management may involve a mix of professions, 
generally under the guise of project manager or some similar sort of 
management structure (Guy & Henneberry, 2000; Botha, 2013: 91), and 
 Information and monitoring professionals on the information side: they 
evaluate market conditions by providing data and analysis on construction 
costs, and assist in the formulation of specific projects by providing cost 
estimates for designs and planned construction programmes. Monitoring roles 
compare work outcomes with initial plans, and construction costs with initial 
estimates. Any variations in initial specifications will also be costs and 
monitored, and additional claims for payment formulated and submitted to the 
client. These tasks are generally undertaken in Britain by quantity surveyors 
(Guy & Henneberry, 1991; Botha, 2013: 91). 
 
Therefore literature suggests that Property development is an area of economic 
activity that has particularly large numbers of distinct professions (Botha, 2013: 91). 
 
3.3 Project Management in Property Development 
 
The previous section explained the functions of the property developer as per the 
supporting literature there is a prominent management function within process of 
developing real estate. Each of these processes are identified as projects, hence the 
importance of managing these projects effectively within the property development 
paradigm. A methodology is a structured approach for delivering a project, and 
consists of a set of processes, with each process having clearly defined resources 
and activities (Turner, 2000, 2009; Zdanyte et al., 2011: 1016). A project 
management methodology will set out what an organisation regards as best practice; 
improve inter-organisational communication; and minimise duplication of effort by 
having common resources, documentation and training (Zdanyte et al., 2011: 1016). 
Kerzner (2001) believes the best way to increase the likelihood of an organisation 
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having a continuous stream of successfully managed projects is to develop a good 
project management methodology in-house that is flexible enough to support all 
projects (Zdanyte et al., 2011: 1016). The amount of time and effort needed to 
develop a methodology will vary from company to company depending upon factors 
such as the size and nature of projects, competitive pressures and the number of 
functional boundaries to be crossed. Some organisations adapt their project 
management methodology from external standards such as the Project Management 
Body of Knowledge (PMBOK), as project life cycles and management structures are 
different in every organisation (Zdanyte et al., 2011: 1016). Moreover, for those that 
do not wish to develop their own methodology, there are internationally-recognised 
project management methodologies available which are supported by accreditation 
(Zdanyte et al., 2011: 1016). Two most commonly known methodologies are the 
Project Management Body of Knowledge (PMBOK), developed by the Project 
Management Institute (PMI) and Projects IN Controlled Environments (PRINCE2) 
developed by the Office of Government Commerce in the UK (McManus & Wood 
Harper, 2002; Zdanyte et al., 2011: 1016). 
 
The existing literature recognises the benefits of implementing and using a project 
management methodology, and does not distinguish between project management 
methodologies that internally impact on an organisation, as the standards set out can 
reduce the time to deploy new practices by providing a common reference point for 
those developing the infrastructure to support the standard (Garcia, 2005; Zdanyte et 
al., 2011: 1017). The benefits to the organisation of using a project management 
methodology include: effective management and planning of the project; the 
controlling of budgets and resources; and the provision of a consistent method of 
reporting across all projects, allowing staff to move between projects without having 
to relearn the management approach (Zdanyte et al., 2011: 1017). In other words is 
needed so that all team members can understand each other. The use of project 
management methodologies also helps to manage change effectively by providing 
appropriate tools and techniques (Kerzner, 1998, 2001, 2003, 2009; Zdanyte et al., 
2011: 1017). The project management methodology in most organisations are fairly 
standard, most use a common language and project management systems 
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throughout the organisation, often adapted from the external standards such as the 
PMI (Zdanyte et al., 2011: 1017). However, the project life cycles and management 
are different in each organisation, and one project management methodology does 
not fit into the structure of organisation will not achieve its promised benefits. Both 
PRINCE2 and PMBOK are flexible in their design and can be tailored to meet the 
needs of any organisation with many organisations selecting, adapting and 
implementing processes of the PMBOK methodology that fits their needs (Zdanyte et 
al., 2011: 1017). The use of project management methodologies helps to manage 
within the guidelines, policies, procedures, rules and directives of an organisation to 
achieve this (Zdanyte et al., 2011: 1017). 
 
The management of projects is faced with challenges from both risks and 
uncertainties (Lechler, Edington and Gao, 2012: 59). The project management 
literature has a long tradition in analysing and discussing project risks, also called 
the known-unknowns (Lechler et al., 2012: 59). It could be asserted that risk 
management is a mature component of project management practice and theory. 
However, classic project management does not clearly differentiate between risks 
and uncertainty, also called the unknown-unknowns (Lechler et al., 2012: 59). Its 
main focus lies in identifying and quantifying sources of variation and the analysis of 
trade-offs (Lechler et al., 2012: 59). Uncertainties that occur during the 
implementation of projects are basically treated in the same way (Lechler et al., 
2012: 59). By virtue of their unique nature, projects are mired in uncertainty (Lechler 
et al., 2012: 59). Economists associate uncertainty with entrepreneurial behaviours 
in an economy (Kirzner, 1973; Schumpeter, 1934; Lechler et al., 2012: 59). Without 
uncertainties, entrepreneurial profits would be impossible (Knight, 1948; Lechler et 
al., 2012: 59). If projects are unique, as the general body of literature suggests, then 
uncertainties (unknown unknowns) are inevitable, no matter how much information is 
gathered before a project is initiated (Hubbard, 2007; Sydow & Staber, 2002; Lechler 
et al., 2012: 59). Consequently, following the arguments of the economists, 
uncertainties are the precondition for the existence of opportunities (Lechler et al., 
2012: 59). Therefore, and in contrast to risks, uncertainties are not necessarily 
limited to negative consequences; there are positive implications as well, as some 
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authors suggest in hindsight (Jaafari, 2001; Loch, DeMeyer, & Pitch, 2006; Lechler 
et al., 2012: 59). 
 
The construction industry is closely related to economic development and living 
lifestyles (Chou and Yang, 2012: 47). Engineering management, as one of the 
critical disciplines in construction engineering, directly impacts the life and property 
security in the environment (Chou et al., 2012: 47). As society develops, construction 
projects naturally grow in scale, involving vast numbers of professionals, long life 
cycles, and complex interfaces (Chou et al., 2012: 47). Therefore, the types and 
quantities of construction- related information have become quite large and complex, 
which has increased the complexity of construction operations processes (Chou et 
al., 2012: 47). Construction projects now require highly specialised knowledge and 
experiential feedback (Chou et al., 2012: 47). Traditional operational processes may 
no longer be useful for resolving certain problems (Chou et al., 2012: 47). Project 
management was developed in response to these challenges, by facilitating project 
implementation and delivery (Chou et al., 2012: 47). 
 
Furthermore, because of the limited information disseminated by global project 
management educators, the rapid changes in the construction industry urgently 
require engineers who can apply project management techniques, tools, and skills in 
the work practice (Chou et al., 2012: 47). Rapid advances in management science 
have led to development of project management into a complete system of 
knowledge (Indelicato, 2009; Chou et al., 2012: 47). Project management was 
initially developed by the defence industry in response to national security needs but 
has since grown to emphasize the relationships among various operational activities 
during the project life cycle (Chou et al., 2012: 47). In engineering projects, a 
construction project can be analysed in terms of five main steps: feasibility analysis, 
planning, design, construction, and operation (Chou et al., 2012: 47). Each stage can 
also be analysed as a single project, meaning that a unique product or service is 
produced at each stage (Chou et al., 2012: 47). 
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A contemporary business environment is characterised by openness, complexity and 
inconsistency, followed by a high degree of instability. In the last quarter of the 20th 
century business environment became very complex, and that complexity was 
caused by the changeable nature of work and strong necessity for adapting to 
customers' requirements, new technologies and new influences from the 
organisational environment (Mihic, 2011; Todorovic, Mitrovic and Bjelica, 2013: 41). 
The consequences of these circumstances have initiated the development of 
organisational forms that are flexible enough to adapt to unstable environment, 
enabling the development of management systems that provide operational and 
strategic excellence (Todorovic et al., 2013: 41). 
 
Webster (1999), Hobday (2000), Mihic (2011) and others noticed that, because of 
the need for flexibility, decentralisation and improvement of performance, 
organisations are beginning to use the project management concept and are shifting 
from the functional to the project-oriented organisation (Todorovic et al., 2013: 41). 
Project oriented organisations could be defined as organisations that perform their 
activities by implementing projects whose results are determined by requirements of 
the project customer (Todorovic et al., 2013: 41). These organisations may carry out 
projects for external clients, their affiliates, other big companies or internal customers 
(Keegan & Turner, 2001; Todorovic et al., 2013: 41). At the same time Kerzner 
(2001) points out that project management in most successful organisations is no 
longer an operational tool or method that organisations use internally to improve their 
own performance, but a strategic framework for achieving a competitive advantage 
in the today's business environment (Todorovic et al., 2013: 41). 
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However, in many cases, managing project-oriented organisations is a big challenge 
(Todorovic et al., 2013: 41). Gan and Salter (2000) stated that one of the most 
common problems faced by these organisations is in aligning projects with the 
strategic direction of the organisation (Todorovic et al., 2013: 42). Since each project 
has its own autonomy and can be initiated by various stakeholders, there is a risk of 
mutual isolation and creating a series of unrelated projects in the organisation 
(Hobday, 2000; Todorovic et al., 2013: 42). Also, one of the key challenges of 
managing project-oriented organisations is how to measure project success in a 
manner that will contribute to the success of the entire organisation (Todorovic et al., 
2013: 42). Kaplan and Norton (1992) wrote "What you measure is what you get" and 
this is a truth that equally applies to the project-oriented organisations as well as any 
other type of organisation (Todorovic et al., 2013: 42). The best organisation whose 
management models were multiply awarded based their management systems on 
the model of corporate performance management (Paladino, 2011; Todorovic et al., 
2013: 42). However, the key to success is not in a simple definition of performance 
measures but in defining key performance measures that will serve as a guide for 
the behaviour in the organisation (Todorovic et al., 2013: 42). The key performance 
measures are the basis for obtaining key performance indicators (KPI), which due to 
their role in decision-making can have a big impact on the efficiency of organisational 
management (Todorovic et al., 2013: 42). 
 
Kaplan and Norton (1992), Cokins (2004), Paladino (2011), Venweire and Van den 
Berghe (2004) recommend a model of integrated performance management that 
links strategy with operational level management (Todorovic et al., 2013: 42). Such 
models can be used as a conceptual framework for defining KPIs that can be 
adequate to deal with challenges of managing project-oriented organisations, 
including issues of aligning projects to the strategic direction of the organisation, high 
autonomy and mutual isolation of projects, meeting the needs of different 
stakeholders, the need for flexibility due to rapid changes in the environment and so 
on (Todorovic et al., 2013: 42). Project managers may use tools and practices from 
different management disciplines, but the development of their field justifies research 
that focuses on the specificity of their practice (Besner et al., 2012: 25). There has 
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been considerable research on project management practice, but very little outside 
the literature specific to project management (Besner et al., 2012: 25).  
 
3.3.1 The Project Manager 
 
Bakar et al. (2012: 1464) identify the role of a project manager as pursuing the 
clients objectives and requirements and coordinating the project team to ensure the 
project is soundly produced and fulfil the client needs in terms of quality, functions, 
utilities, aesthetic and within the agreed schedule and cost by utilising all the 
available resources throughout the whole project development process. Corporate 
real estate executives and administrators sometimes ponder whether the benefits of 
hiring a Project Manager (PM) justify the expense (Jones Lang Lasalle, 2011: 2). 
The answer is a resounding ‗yes‘ (Jones Lang Lasalle, 2011: 2). On the balance 
sheet at the end of day, PMs are typically cost neutral to cost-saving due to 
improved processes and timely coordination and integration of all project contributors 
(Jones Lang Lasalle, 2011: 2). As an owner‘s strategic partner, a PM can also 
provide the appropriate guidance and recommendations to the owner to ensure that 
the project is designed and executed for maximum synergy with the rest of a client‘s 
portfolio and with their master plans for future growth and development (Jones Lang 
Lasalle, 2011: 2). The same PM stewardship and efficiencies that control scope and 
bring costs in line also keep projects on schedule and resolve unpleasant and 
sometimes costly disputes among individual stakeholders (Jones Lang Lasalle, 
2011: 2). 
 
Designers, quantity surveyors and contractors may be very capable at their 
specialties, but they can fall short as effective PMs. Unlike PMs, their lead 
responsibilities are limited to a component of the entire project (Jones Lang Lasalle, 
2011: 2). As an owner‘s representative, a PM is involved in the entire scope from the 
start, helping develop a clear project vision and strategy, then determining decision-
making priorities and a schedule based on client-focused objectives (Jones Lang 
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Lasalle, 2011: 2). Throughout the project, there are dozens of important activities not 
typically covered within the diverse range of services that must be addressed to 
structure the project for success (Jones Lang Lasalle, 2011: 2).A PM structures a 
collaborative process that – unlike agendas created ‗in isolation‘ by individual 
providers – assures the best overall results delivery from all parties (Jones Lang 
Lasalle, 2011: 2). This value can extend to negotiating fee structures for all 
participants that are fair, yet provide maximum benefit to the owner. Designers, 
quantity surveyors, contractors and other suppliers typically welcome a capable, 
impartial PM who can reduce conflict in the often contentious development process 
(Jones Lang Lasalle, 2011: 2). 
 
Finally, since designers, quantity surveyors and contractors are often charged with 
specific responsibilities, it can be more difficult for them to take a step-removed 
strategic view of the building as it may relate to others in the owner‘s portfolio (Jones 
Lang Lasalle, 2011: 2). A competent PM will sit down with the owner at the beginning 
of the process to determine the relationship of the project to existing buildings and 
operations, as well as potential future growth plans (Jones Lang Lasalle, 2011: 2). 
Jones Lang LaSalle PMs have saved clients millions of dollars in after-the-fact re-
work on finished projects by identifying these needs at inception (Jones Lang 
Lasalle, 2011: 2). A skilful PM enters a new initiative not with a one size fits-all 
solution, but a toolbox of procedural resources used to customise an optimum 
approach for the specific needs and preferences of each client (Jones Lang Lasalle, 
2011: 3). A PM should be expected to fit to the client and its culture, not vice versa 
(Jones Lang Lasalle, 2011: 3). They should also be able to quickly scale up or down 
in size to match a project‘s changing requirements (Jones Lang Lasalle, 2011: 3). 
The role of project management is to assure the best results from all project 
participants (Jones Lang Lasalle, 2011: 3). Furthermore, a trustworthy PM will 
willingly submit to an independent evaluation of their strategy and procedures (Jones 
Lang Lasalle, 2011: 3). 
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According to Charted Institute of Building, ―PM may be defined as the overall 
planning, coordination and control of a project from inception to completion aimed at 
meeting a client‘s requirements in order to produce a functionally and financially 
viable project that will be completed on time within authorised cost and to the 
required quality standards‖ (Bakar, Karim, Yusof and Pin, 2012: 1464). Meanwhile, 
Project Management Institute defines PM as a set of processes that are applied to a 
project to deliver a product or service (Bakar et al., 2012: 1464). From the two 
definitions of PM, the role of a project manager can be deduced as pursuing the 
client objectives and requirements and coordinating the project team to ensure the 
project is soundly produced and fulfil the client needs in terms of quality, functions, 
utilities, aesthetic and within the agreed schedule and cost by utilising all the 
available resources throughout the whole project development process (Bakar et al., 
2012: 1464). 
 
PM as a field and occupation is closely implicated both rhetorically and practically in 
the broad shift towards post- bureaucratic organisations and societies in the late 
twentieth century (Bakar et al., 2012: 1465). There is no doubt that organisations 
have recognised the importance of effective PM in positively influencing project and, 
subsequently, the effectiveness of organisations (Bakar et al., 2012: 1465). The 
following essential elements should be adopted when implementing an effective PM 
strategy to achieve project success (Bakar et al., 2012: 1466): 
 A good understanding of the client, their objectives and priorities; 
 A detailed appraisal and understanding of the project nature and 
characteristic; 
 A proper and structured appraisal and management of the project risks; 
 Selection of a suitable project team (design / construction); 
 Use of a suitable procurement system; 
 Use of a suitable contractual arrangement; 
 An effective organisational structure that allows efficient communication 
channel and is capable  of adopting to changes; 
 Proper and appropriate planning; 
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 Maintain proper information recording and retrieval systems; 
 Adapt and manage change, and 
 Emphasize the importance of good governance. 
While there are numerous project stakeholders, project managers are often 
considered the direct leadership component essential to project success (Bakar et 
al., 2012: 1465). 
 
An architect, civil and structural engineer or other profession in the construction 
industry can play the role of the project manager in housing development projects on 
the condition that he must possesses the necessary PM knowledge, technical skill 
and have enough practical experience (Bakar et al., 2012: 1469). The project 
manager also needs to have the leadership and management skills in order to lead 
the whole project team to achieve project objectives (Bakar et al., 2012: 1469). 
However, he should not be involved in the design work to avoid conflict of interest 
(Bakar et al., 2012: 1469). Meanwhile, the type of contract, type and scale of the 
project, project procurement and client preferences have a great influence when 
assigning a suitable person to be the project manager for the housing development 
project (Bakar et al., 2012: 1469). In order to enhance the success of the housing 
development process, the Project Manager needs to be aggressive and get enough 
exposure to the project management environment, knowledge, skill and technical 
aspects (Bakar et al., 2012: 1469). He needs to have a good understanding of the 
client needs and requirements, deliver the project within the stipulated time period, 
and spend within budget, meeting the required quality standard or functional 
requirement, as well as ensuring customer satisfaction (Bakar et al., 2012: 1469). In 
addition, he should possess the positive attitude, be able to accept change and 
advice from others, be responsible, focused and practice continuous improvement in 
his profession (Bakar et al., 2012: 1469). 
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In order to maximise benefits for the owner, a PM must be able to facilitate a 
collaborative process not just among designers, quantity surveyors and contractors, 
but also with ancillary professionals, such as technology and furnishings planners, 
and other stakeholders, ranging from internal review boards to public interest groups 
and regulatory bodies (Jones Lang Lasalle, 2011: 3). A competent PM candidate 
should be able to provide solid references from the organisations that they have 
served successfully (Jones Lang Lasalle, 2011: 3). A PM‘s favourable reputation 
should extend to designers, quantity surveyors and contractors as well (Jones Lang 
Lasalle, 2011: 3). While such professionals are not expected to unconditionally agree 
with all of the decisions of a PM, they should respect the representative firm‘s regard 
for quality, fairness and willingness to consider all sides of the issues (Jones Lang 
Lasalle, 2011: 3). If a PM has a reputation for lowering costs by unfairly ‗squeezing‘ 
suppliers, they will not get the best efforts from the team supporting your project 
(Jones Lang Lasalle, 2011: 3). 
 
3.4 The Project Management Body of Knowledge (PMBOK) 
 
Effective project management is essential in a project-oriented industry such as 
construction (Isik, Arditi, Dikmen, & Birgonul, 2008; Chou et al., 2012: 47). Identifying 
efficient approaches is crucial for project success (Chou et al., 2012: 47). To improve 
project outcomes (e.g., performance; satisfaction, and success), A Guide to the 
Project Management Body of Knowledge Guide (PMBOK® Guide) was developed by 
the Project Management Institute to identify general project management knowledge, 
processes, techniques, tools, and skills (PMI, 2008; Chou et al., 2012: 47). The 
PMBOK® Guide contains the fundamental, baseline practices that drive business 
results for any organisation, including those organisations in the construction 
industry (Chou et al., 2012: 47). By applying these management techniques, project 
managers and project teams can enhance the chances of success over a wide range 
of projects (Zwikael, 2009; Chou et al., 2012: 47). 
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According to the Project Management Institute (2013: 2) the acceptance of project 
management as a profession suggests that the application of knowledge, processes, 
skills, tools, and techniques may have a significant impact on project success. 
Furthermore, the PMBOK Guide identifies the project management body of 
knowledge that is recognised as good practice (PMI, 2013: 2). The application of the 
PMBOK Guide and identified knowledge, skills, tools, and techniques may enhance 
project success (PMI, 2013: 2). The Project Management Institute (2013: 5) defines 
project management as the application of knowledge, skills, tools and techniques to 
project activities in order to achieve the project requirements. Project Management is 
achieved through the efficient application and integration of the project management 
process groups (PMI, 2013: 5): 
 Initiating;  
 Planning;  
 Executing;  
 Monitoring and Controlling, and  
 Closing. 
 
Furthermore, the Project Management Institute (2013: 6) suggests that managing a 
project involves: identifying requirements; addressing the various needs, concerns, 
and expectations of the stakeholders in planning and executing the project; setting 
up, maintaining, and carrying out communications among stakeholders that are 
active, effective, and collaborative in nature; managing stakeholders towards 
meeting project requirements and creating project deliverables, and balancing the 
competing project constraints (scope; quality; schedule; budget; resources, and 
risks). The Project Management Institute has developed a systematic process for 
managing projects by mapping the project management process groups with the 
knowledge areas whereby, the application of the knowledge, skills, tools, and 
techniques may enhance project success (PMI, 2013: 61). The above mentioned is 
illustrated graphically in table 3.1 which lists the project management process groups 
and knowledge areas.  
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Table 3.1: Project Management Process Groups and Knowledge Areas 
(Source: PMI, 2013: 61) 
Knowledge 
Areas 
Project Management Process Groups 
Initiating Process 
Group 
Planning Process 
Group 
Executing Process 
Group 
Monitoring and 
Controlling Process 
Group 
Closing Process 
Group 
Project 
Integration 
Management 
 Develop 
Project Charter 
 Develop Project 
Management 
Plan 
 Direct and 
Manage Project 
Work 
 Monitor and 
Control Project 
Work 
 Perform 
Integrated 
Change Control 
 Close Project 
or Phase 
Project Scope 
Management 
   Plane Scope 
Management 
 Collect 
Requirements 
 Define Scope 
 Create WBS 
   Validate Scope 
 Control Scope 
  
Project Time 
Management 
   Plan Schedule 
Management 
 Define Activities 
 Sequence 
Activities 
 Estimate Activity 
Resources 
 Estimate Activity 
Durations 
 Develop 
Schedule 
   Control Schedule   
Project Cost 
Management 
   Plan Cost 
Management 
 Estimate Costs 
 Determine 
Budget 
   Control Costs   
Project Quality 
Management 
   Plan Quality 
Management 
 Perform Quality 
Assurance 
 Control Quality   
Project Human 
Resources 
Management 
   Plan Human 
Resource 
Management 
 Acquire Project 
Team 
 Develop Project 
Team 
 Manage Project 
Team 
    
Project 
Communications 
Management 
   Plan 
Communications 
Management 
 Manage 
Communications 
 Control 
Communications 
  
Project Risk 
Management 
   Plan Risk 
Management 
 Identify risks 
 Perform 
Qualitative Risk 
Analysis 
 Perform 
Quantitative Risk 
Analysis 
 Plan Risk 
Responses 
   Control Risks   
Project 
Procurement 
Management 
   Plan 
Procurement 
Management 
 Conduct 
Procurements 
 Control 
Procurements 
 Close 
Procurements 
Project 
Stakeholder 
Management 
 Identify 
Stakeholders 
 Plan Stakeholder 
Management 
 Manage 
Stakeholder 
Engagement 
 Control 
Stakeholder 
Engagement 
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3.5 Strategic Management 
 
Drucker‘s solution process is as bold as he practiced it, Drucker first sought to 
identify the essence of an issue in order to establish a sound foundation for strategic 
thinking (Zand, 2010: 23). Consequently, defining the core problem triggers insight, 
illuminates strategy and motivates action (Zand, 2010: 23). In a world of dynamic 
competition, market upheaval, technological innovation, and geo-political turmoil, 
redefining the essence of a situation continually challenges management‘s 
preconceptions. Drucker, thinking strategically, cut through the management status 
quo (Zand, 2010: 24). Furthermore, Drucker focused on the essence of the situation 
by framing the issue with two questions that made immediate sense and liberated 
management‘s thinking (Zand, 2010: 24): 
 
1. What business should we not be in? 
The first question straightforwardly implies we may have made some 
decisions that turned out poorly (Zand, 2010: 24). Our choices may have 
looked good when we made them, but we may have overestimated the 
benefits, underestimated the costs or incorrectly assumed that the business 
environment would not change adversely (Zand, 2010: 24).  
 
2. Knowing what we know, would we enter this business now? 
The second question implies that we know our business intimately (Zand, 
2010: 24). Drucker‘s message reminds us: We‘ve been struggling in this 
business for years, so let‘s use what we know (Zand, 2010: 24). For example, 
suppose we know this business is fiercely competitive, requires continual 
investment, offers low returns as far out as we can see, and we‘ve been 
unable to gain a sustainable competitive advantage. Why then would we now 
enter and invest in this business (Zand, 2010: 24)? 
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Consequently, the strategy of property development is a key tool in formulating 
government policy (Manuf et al., 2013: 63). Furthermore, Manuf et al. (2013: 63) 
suggest that developing a land supply strategy for property development may have 
the following benefits:  
 Helping to enhance the social and economic development;  
 Achieving optimum benefits for community purposes;  
Providing various choices of land and housing development opportunities;  
 Enabling the development of land by private sector to encourage greater 
competition; and  
 Ensuring future investments have a level of certainty in terms of availability of 
land supply and it‘s pricing. 
 
3.6 Stakeholders Interest 
 
A key issue in this task is the relationship between the strategies, interests and 
actions of the various agents involved in the development process - landowners, 
investors, developers, consultants, public agency planning officers, politicians and 
community groups and the organisation, both of economic and political activity, and 
of values of land, property, buildings and environments, which frame or structure 
their decision-making (Graham et al., 2003; Healey, 1990; Botha, 2013: 35). The 
South African property development segment is dominated by large as well as small 
players specialising in specific components of the market (Bardhan & Kroll, 2007; 
Zille et al., 2008; Botha, 2013: 35). As the barriers to entry in the residential 
development market are relatively low, the upper phase of the property cycle often 
attracts start-up developers who in turn leave the market within a few years, 
especially as the cycle turns down and the cost-return ratio begins to rise (Botha, 
2013: 42). The entry of new developers into the market, however, increases the risk 
of overdevelopment, as competition intensifies and margins and returns become 
squeezed (Botha, 2013: 43). By contrast, in the commercial property market, risk, 
financing, management and technical barriers to entry are higher and development 
activity tends to be dominated by a few large players (Botha, 2013: 43). This 
encourages a greater degree of specialisation, with certain developers specialising in 
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the retail or office sectors, and others in the industrial or housing sectors (UNDP, 
2010; Botha, 2013: 43). 
 
The internal stakeholders can be defined as those who are formally related to the 
property development project in question while external stakeholders can be defined 
as those who in some way may affect the project (Gibson, 2000; Caputo, 2013: 75). 
External stakeholders are groups outside the company that indirectly impact the 
company‘s business (Malmelin, 2007: 307). Examples include consumers, 
organisations, activist groups and the authorities (Malmelin, 2007: 307). From a 
Public Relations (PR) point of view the company‘s relations with the media are 
particularly important (Malmelin, 2007: 307). Relational capital is increasingly 
important for all businesses and therefore maintaining relations with journalists and 
the media is one of the most critical tasks for PR operations (Malmelin, 2007: 307). 
 
A stakeholder may have the power to impose its will in dealing with the company 
(Caputo, 2013: 76). The power of these subjects may arise from their ability to 
mobilise social and political forces, as well as the ability to retract resources from the 
project (Post et al., 2002; Caputo, 2013: 76). Legitimacy can be defined as the 
degree of risk that a stakeholder may have in relation to the development of the 
project, both positive and negative (Caputo, 2013: 76). The dynamic character of the 
influence of stakeholders is considered by the variable urgency, defined as the 
degree to which the demands or interests require immediate attention (Caputo, 
2013: 760. For any given time, some stakeholders may be more important than 
others (Jawahar, 2001), so the request and priorities change with time passing, new 
groups of stakeholders and configurations appear in response to changing 
circumstances (Caputo, 2013: 76). Depending on the possession of one or more of 
the characteristics described above, Mitchell et al. (1997) divided the stakeholders 
into seven different categories (Caputo, 2013: 76). 
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Dormant stakeholders: those who have the power to impose their will on the 
project, but their powers remain dormant because they do not have 
legitimising or urgent requests (Caputo, 2013: 76). These stakeholders have 
almost no interaction with the company. However, the possibility of acquiring 
a second feature raises the question for the manager to keep them under 
control and under consideration (Caputo, 2013: 76). 
 
Discretionary stakeholders: those who possess the characteristic of 
legitimacy, but have no influence on the project nor do they possess urgent 
requests (Caputo, 2013: 77). For this group there is a need for a manager, in 
the absence of power and urgency, to relate with them (Caputo, 2013: 77).  
 
Demanding stakeholders: they have urgent requests, but have no power or 
legitimacy. When stakeholders cannot or will not bring their claims in a 
position of greater status, urgency characteristic is insufficient to move the 
position of latency (Caputo, 2013: 77). Dormant, discretionary, and 
demanding are defined by Mitchell et al. (1997) as latent stakeholders. Their 
degree of salience is low (Caputo, 2013: 77). 
 
Dominant stakeholders: are both powerful and legitimate. The expectations of 
these are usually perceived by managers as highly regarded (Caputo, 2013: 
77). The dominant stakeholders expect and receive the most attention by 
firms, but they represent only part of the complex set of stakeholders with 
which managers should report (Caputo, 2013: 77). 
 
Dangerous stakeholders: those who have urgency and power of influence, but 
no legitimacy (Caputo, 2013: 77). These stakeholders can become coercive 
and violent, making themselves literally dangerous to the project (Caputo, 
2013: 77). The actions of these individuals may also be dangerous for 
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relations with other stakeholders, individuals and entities involved with the 
project (Caputo, 2013: 77). 
 
Dependent stakeholders: those who, without having power to influence, 
possess urgency and legitimacy in their claims (Caputo, 2013: 77). They are 
considered dependent because they can acquire the necessary power only 
through other stakeholders (Caputo, 2013: 77). Dominant, dangerous and 
dependent are defined by Mitchell et al.(1997) as expectant stakeholders 
(Caputo, 2013: 77). Their degree of salience is, thus, moderate (Caputo, 
2013: 77). 
 
Definitive stakeholders: have a high degree of salience, as possessing all the 
characteristics presented (Caputo, 2013: 770. When a stakeholder has power, 
legitimacy and has an urgent request, managers should handle them very 
carefully and with appropriate priority (Caputo, 2013: 77). 
 
Figure 3.3: Classes of Stakeholders (Source: Mitchell et al., 1997; 
Caputo, 2013: 77) 
 
POWER 
LEGITIMACY URGENCY 
Demanding 
Stakeholder 
Dormant 
Stakeholder 
Discretionary 
Stakeholder 
Dangerous 
Stakeholder 
Dominant 
Stakeholder 
Dependent 
Stakeholder 
Definitive 
Stakeholder 
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3.6.1 Systematic stakeholder Management 
 
According Caputo (2013: 71), an ideal and exemplary process of stakeholder 
management should follow the following steps: 
1. Identify external stakeholders; 
2. Assess their needs and interests;  
3. Analyse the potential impact these can have on decisions regarding the 
project, and 
4. Evaluate solutions for the implementation of the project, all of which must 
respect the interests of stakeholders. 
 
The integrated stakeholders‘ management requires a systemic approach for solving 
the proposed problem (Golinelli, 2000; Caputo, 2013: 73). The underlying 
assumption of the systemic approach is that the result of interactions between 
parties and participants is different, and greater, than the sum of these parties 
(Cafferata, 2009; Caputo, 2013: 73). This implies it is important to study the system‘s 
relations in its entirety and complexity rather than the different parts of it (Caputo, 
2013: 73). Furthermore, the influence of external stakeholders in real estate 
development projects can be studied from a variety of perspectives (Caputo, 2013: 
73). There is a political aspect, regarding democracy, correlated with the right of 
citizens to influence decisions affecting their local community (Caputo, 2013: 73). 
Linked there is, of course, the legal issue regarding rules and legislation concerning 
the buildings‘ construction, urban planning and environmental issues (Caputo, 2013: 
73). There is also the aspect of sustainability (Lee and Atrick, 2001; Doran, 2006; 
Simon, 2007), with reference to how the development of a new building influences, 
now and in the future, the economic, ecological, social and cultural conditions of 
external stakeholders (Caputo, 2013: 73). Caputo (2013: 73) argues that literature 
has shown that a good project manager should be knowledgeable with regard to: 
 External stakeholders; 
 The nature of their demands; 
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 Their influence on decisions concerning the project, and 
 The effect of the implementation of the project on the influence of external 
stakeholders. 
Furthermore, these issues are an integral part of the analysis within the 
stakeholder‘s management process (Caputo, 2013: 73). 
 
Figure 3.4: The stakeholders’ management process (Source: Caputo, 2013: 74) 
 
The external stakeholders‘ management is an essential part of the management 
process of each project (Caputo, 2013: 74). The quality management systems, as 
well as the best project management practices, emphasize the importance of 
identifying and managing all the dynamics associated with the relevant stakeholders 
in order to ensure project‘s success (Epley, 2004; ISO 2003; Caputo, 2013: 74). 
Project managers, therefore, should identify and interact with the institutions and 
individuals who are part of the reference‘s environment of the project (Caputo, 2013: 
74). An important aspect of management of the real estate development projects is 
the ability to organise the process in a systemic way in order to be able to identify 
and manage any likely stakeholders and determine how they might react to 
decisions about the project (Cleland, 1999; Caputo, 2013: 74). 
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In business, there are certain external factors that managers can exert little or no 
influence on - legal and fiscal obligations, the world economy, even the weather, but 
this means it is even more important to pro-actively manage those external factors 
that are, even to some extent, within your control (McQuade, 2009: 150). This is why 
stakeholder engagement is so valuable (McQuade, 2009: 150). All stakeholders can 
impact upon the success or failure of an organisation and, therefore, need to be 
engaged with a view towards creating a benign, long-term operating environment 
(McQuade, 2009: 150). In order to execute an effective stakeholder management 
strategy, the first stage is to identify who the major stakeholders for your business 
are (McQuade, 2009: 150). For a large manufacturing plant, this could be your 
employees, the locals living nearby, your local elected representatives and the 
environmental lobby Having established a list of key stakeholders, the next phase of 
the exercise involves working out how exactly each stakeholder, or group should be 
'engaged' (McQuade, 2009: 150). 
 
It is notable that a 'one-size fits all' approach won't be sufficient (McQuade, 2009: 
150). Moreover, different stakeholders have different motivations and should be 
managed appropriately (McQuade, 2009: 150). For example, a short one-to-one 
meeting or briefing might be the best way to convey information on your forthcoming 
expansion plans to your local elected representative, but wouldn't work for the local 
residents' groups (McQuade, 2009: 150). A 'matrix' format can be useful, whereby 
plotting a list of stakeholders against how to engage with them (McQuade, 2009: 
150) Furthermore, include timescales as it is important to know when to engage 
stakeholders as well as how and why (McQuade, 2009: 150). 
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3.7 Procurement 
 
Procurement constitutes an identified construction project management function. 
Furthermore, procurement is the stage of the development process which includes 
the appointment of a building contractor, but it also entails agreement on the type of 
building contract to be used and the construction or refurbishment of the building on 
site, in accordance with a set of design drawings and specifications (Morledge, Smith 
& Kashiwagi, 2006; Botha, 2013: 137). It is essentially the physical construction of 
the project which is central to the procurement stage and is the most resource-
intensive and fast-moving phase of the development process (Christopher & Juttner, 
2000; Botha, 2013: 138). 
 
Once the decision to proceed with a proposed property development project is taken 
based on acceptable feasibility findings and viability reporting, there are many other 
decisions to be made and steps to be taken before the site can be acquired and the 
development started (Erlandson, Skipper, Allen & Harris, 1993; Botha, 2013: 139). 
Building contractors are employed by developers to construct the development 
scheme and their prime objective is direct financial gain (Cadman, 1995; Ashworth, 
2002; Wilkinson & Reed, 2008; Botha, 2013: 139). There are many building 
contractors and a considerable variety of contractual systems for obtaining a 
completed building (Botha, 2013: 139). Some development companies employ their 
own contractors (Bennett & Ferry, 1990; Wilkinson & Reed, 2008; Botha, 2013: 139). 
Residential developers tend to employ all the necessary expertise in-house: this is 
why they are often referred to as home builders (Jenkins & McLachlan, 2010; Botha, 
2013: 139). Development companies may keep their contracting division at an arm‗s 
length‗ as an entirely separate profit making centre though there is a general trend 
towards a more integrated approach (Domberger, 1999; Botha, 2013: 139). A builder 
who takes on the role of developer, e.g. home builder, also takes on the additional 
risks associated with the development process (Botha, 2013: 139). When a builder is 
merely employed as a contractor the financial profit is related to the building cost and 
length of contract (Wilkinson, Reed & Cadman, 2008; Botha, 2013: 139). 
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Under a ‗design and build‘ type of contract a contractor will take on a design role that 
will involve a greater element of risk in relation to the responsibility for cost increases 
(Botha, 2013: 139). Larger contractors with the relevant expertise may take on the 
role of a management contractor and manage all the various subcontracts for the 
developer in return for a fee (Botha, 2013: 139). In the case where the builder is the 
developer, then a larger return is required due to the risk involved, but by combining 
the building and development profit an overall lower profit is acceptable (Botha, 
2013: 140). For builders who employ a substantial labour force, an additional 
objective may be to ensure continuing employment (Botha, 2013: 140). Sometimes 
this can only be achieved by cutting tender price, leading, therefore, to decreased 
profits (Wilkinson, Reed & Cadman, 2008; Botha, 2013: 140), directly affecting 
profitability and feasibility of proposed Property development projects (Botha, 2013: 
140). Essentially, building contractors carry out a specialist activity within the 
development process, commencing at a time of maximum commitment and risk for 
the developer (Cadman, 1995; Wilkinson & Reed, 2008; Botha, 2013: 140). The 
prudent developer will, therefore, ensure the capability and capacity of the 
contractor(s) to undertake the proposed work, seeking the right balance between the 
lowest tender and quality of performance (Wilkinson & Reed, 2008; Muche, 2011; 
Botha, 2013: 140). However, it is not in the contractor‗s or developer‗s interest to 
have a situation where the contractor is unable to make a reasonable profit from the 
scheme (Botha, 2013: 140). 
 
Clearly it is not in the developer‗s interest for the contractor to go bankrupt or to be 
compromising on quality (Wilkinson, Reed & Cadman, 2008; Botha, 2013: 140). The 
Procurement phase of the overall Property Development business model is thus vital 
towards perceived success of Property development projects (Botha, 2013: 140). 
According to Oyegoke, Dickinson, Khalfan, McDermott and Rowlinson (2009: 343) 
procurement is an organisational system that assigns specific responsibilities and 
authorities to people and organisations, and defines the relationships between the 
different elements of construction in a project. Project procurement set outs ways in 
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which works are placed in the market and establishes the contractual framework that 
determines the nature of relationship between the project stakeholders‘ for the 
duration of their interactions (Oyegoke et al., 2009: 343). In other words, 
procurement deals with the determination of the relationships between different 
elements of a construction project and the way it is placed or nor placed in the 
market (Oyegoke et al., 2009: 343). 
 
Oyegoke et al. (2009: 344) suggest that there are four prevalent procurement routes 
namely: traditional general contracting, design-and-build, management contracting 
and CM. According to Oyegoke et al. (2009: 344) the categorisation of procurement 
systems falls under these four headings: 
 Designer-led competitive tender/lump sum/conventional either sequential or 
accelerated; 
 Design and build/package deal either direct, competitive or develop and 
construct; 
 Design and manage, either by contractor or consultant; and 
 Designer-led construction works managed for fee / fee construction / 
management method either management contracting or CM. 
 
Project procurement continues to grow in importance because of its relationship with 
overall quality of life in terms of economic, social and environmental wellbeing 
(Oyegoke et al., 2009: 352). There are different types of procurement routes that are 
now increasingly more complex because of their operandi which in principle are 
fragmented (Oyegoke et al., 2009: 352). The construction procurement routes are 
distinguished by categorising them into four based on the ways in which projects are 
organised, based on financial issues, on the conditions of contracts, on management 
process, relational contracting and integrated working arrangements (Oyegoke et al., 
2009: 352). It is evident that the industry structure supply chain encourages 
collaborative working arrangements in all of construction procurement routes 
(Oyegoke et al., 2009: 352). Anecdotal evidence supports the notion that the 
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behaviours of the market, most especially the shift in demand and supply capacity, 
dictate the trends in procurement (Oyegoke et al., 2009: 352). The prevalent routes 
remain the basic forms where management principles, compensation methods, 
additional special clauses and incentives are used to meet the challenges posed by 
the marketplace (Oyegoke et al., 2009: 352). 
 
3.7.1 Procurement Paths 
 
The most common form of procurement is general contracting (van Rijn, 2005: 6). 
The client engages a design team. The design team designs but it also engages a 
contractor on behalf of the client, and the contractor only has a relationship with the 
design team. This model is only useful for simple and straightforward works (van 
Rijn, 2005: 6). 
 
Figure 3.5: Procurement path for simple and straightforward works (Source: 
van Rijn, 2005: 6) 
 
Many construction projects require multidisciplinary skills during the design process 
(van Rijn, 2005: 6). Consequently, the design team, often an architect needs support 
from specialists, like constructors and specialists in installation techniques (van Rijn, 
2005: 6).  
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The design team may therefore have to procure services of advisors and 
subcontractors (van Rijn, 2005: 6). Furthermore, it is often necessary to involve 
subcontractors in the design process, because they need to tailor their designs to the 
main design of the construction (van Rijn, 2005: 6). 
 
 
Figure 3.6: Design team lead procurement (Source: van Rijn, 2005: 6) 
 
The difficulty with the above-presented model is that design team needs to 
coordinate the inputs of the different advisors (van Rijn, 2005: 6). A lack in 
coordination often results in mismatching design inputs and construction inputs (van 
Rijn, 2005: 6). 
 
3.7.2 Problems in Procurement 
 
The problems and challenges in articulating and specifying requirements relies 
heavily on the ability to communicate clearly and effectively between groups of 
project stakeholders who may never meet, and who have quite different viewpoints 
(Alexander and Stevens, 2002; Yu and Shen, 2013: 225). For example, it may be 
difficult for the sub-contractors to meet users: since normally, their direct boss is the 
main contractor of the construction projects (Yu et al., 2013: 225). The problems 
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associated with requirements management according to Yu et al. (2013: 225-227) 
are as follows: 
 Inexperienced clients in Requirements Management ; 
 Inadequate identification and representation of needs and requirements 
during the development; 
 Unstructured approaches for Requirements Management; 
 Misunderstanding and misinterpretation of client needs and requirements; 
 Communication gaps between participants in Requirements Management;  
 Insufficient time to work out a good structure for Requirements Management; 
 Inadequate requirements effort throughout the life cycle;  
 Lack of documentation on changes, and feedback for Requirements 
Management, and  
 Lack of users‘ participation and lack of a voice.  
 
As for the potential solutions provided through Requirements Management, it is 
recommended to ―appoint an experienced project participant as the Client 
Requirement Manager to be responsible for the management of client requirements‖ 
and ―provide a formal procedure to record, manage and trace changes in client 
requirements (Yu et al., 2013: 235).‖ A practical framework / requirements plan is 
also needed to improve the requirements management practice within the 
construction industry (Yu et al., 2013: 235). 
 
3.7.3 Property development procurement 
 
The traditional model of the procurement process requires that it is normally the 
design team that prepares the tender documentation (Chan, Yu & Tam, 1999; Botha, 
2013: 141). This means that in most cases, the detailed design of the project is 
undertaken without the input of the contractor who is to build the project (Botha, 
2013: 141). Some regard this as a wasted opportunity to involve the team member 
who is, arguably, the expert in terms of assembling the building – the contractor 
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(Keeping & Shiers, 2002; Botha, 2013: 141). As a direct result, various Property 
Development projects are structured on a ‗turnkey‘ basis (Nappi-Choulet, 2006; 
Botha, 2013: 141). As far as the procurement process is concerned, the tender 
documentation is sent to the prospective contractors so that they may prepare a bid 
for carrying out the work (Botha, 2013: 141). They are sent details of the location of 
the project, required start and finish dates, site access and any working restrictions 
e.g. regarding noise, working hours, and a set of drawings (Kelsey & Winch, 2001; 
Botha, 2013: 141). Botha (2013: 141) suggests that the drawings, which include 
plans, elevations, and technical details, are normally accompanied by a written 
description of the works in the form of a specification or bill of quantities, which is a 
measured, itemised list of the work to be carried out. This information will have been 
produced prior to the procurement stage by the design team and the scheme will 
have received the required planning and building regulation consents (Botha, 2013: 
141). The design team will usually consist of an architect, structural engineer, 
services engineer and, to provide cost advice, a quantity surveyor (Botha, 2013: 
141). The composition of the team may, however, vary according to the size and 
nature of the scheme (Keeping & Shiers, 2002; Botha, 2013: 141). 
 
In many residential developments, the entire process is executed by a single 
organisation on a turn-key basis as discussed before (Botha, 2013: 142). Smaller 
residential development firms will simply pay a consultant architect and an engineer 
to prepare the necessary designs from which they can build, which most large-
volume house builders in the UK employ their own architects and cost estimators ‗in-
house‗ (Koivo, Laine, Livonen & Gonzales, 2003; Botha, 2013: 142). These 
companies will normally carry out the whole development process from finding and 
purchasing land, through to the design and construction phases, before employing 
an agent to sell individual properties (Keeping & Shiers, 2002; Botha, 2013: 142). In 
the majority of non-residential projects, that is commercial, industrial, health-care, 
retail and leisure the architect and the other ‗consultants‘ are employed by the client 
organisation to design, co-ordinate, and inspect the work to be carried out by the 
contractor on site (Adendorff, 2006; Botha, 2013: 142). 
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The principles of the system by which contractors are appointed for construction 
projects and the nature of the contracts entered into by the various parties appear 
straightforward enough (Ren, Anumba & Uqwu, 2001; Botha, 2013: 142). 
Contractors are normally selected on the basis of previous experience and capability 
to bid or tender for a project (Botha, 2013: 142). There would, typically, be a shortlist 
of between three to six contractors who would receive sets of drawings, 
specifications and bills of quantities which would describe the work to be undertaken 
(Brook, 2004; Botha, 2013: 142). From this information, the contractor is able to 
submit a price for the work in competition with the other builders (Botha, 2013: 142). 
Normally, the lowest price is accepted and a contract, stating both the agreed cost 
and the date by which the work is to be completed, is signed by both the builder and 
the client (Keeping & Shiers, 2002; Botha, 2013: 142). 
 
Prior to commencement of work on site, a pre-construction or ‗lead-in‘ period 
normally occurs (Botha, 2013: 143). During this period, typically between two to four 
weeks, the construction team makes all necessary arrangements for the provision of 
labour, materials and equipment needed for the works (Bennett, 2012; Botha, 2013: 
143). Many in the industry consider this period as, more often than not, far too short 
and that most projects would benefit from greater project planning further in advance 
of the project commencing on site (Keeping & Shiers, 2002; Botha, 2013: 143).  
 
Consequently, thorough planning and preparation immediately prior to 
commencement of construction work on site is critical to the success of any building 
project (Chitkara, 2002; Botha, 2013: 143). According to Botha (2013: 143) this 
normally includes: 
 Final detailed design work and resolution of any outstanding decisions 
required from the consultants and/or client; the contractor can then 
programme the work and order materials with confidence, fully aware of client 
requirements; 
 Advance planning of labour requirements, ordering of materials, equipment 
and machinery and planning of the sequence of the works, and 
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 Agreement of final arrangements for site access and security, storage of 
materials, waste disposal, working hours and any restrictions on noise and 
dust 
 
The following are the identified stages of procurement for property development 
projects (Keeping and Sheers, 2002; Botha, 2013: 143-146): 
 Inception; 
 Feasibility and viability; 
 Outline proposals; 
 Scheme design; 
 Detailed design; 
 Product information; 
 Tender action; 
 Project planning; 
 Operations on site; 
 Completion, and 
 Feedback. 
 
According to Botha (2013: 146) procurement is an essential component of the total 
Property Development business process. Consequently, various options should be 
considered by the entrepreneurial Property Developer or public service professional 
to make sure that the feasibility targets are met within a viable project (Botha, 2013: 
146). 
 
3.8 Communication 
 
Communication competence is set to become a critical success factor for businesses 
in the future, but this requires a broad understanding of communications (Malmein, 
2007: 298). All too often, corporate communications is still understood simply in 
terms of press releases and media relations, or staff presentation and negotiation 
skills (Malmein, 2007: 298). Indeed, it is important that communications is viewed 
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more broadly and seen as a function that cuts through and involves the whole 
organisation, as comprising both internal communications within the organisation 
and communications with stakeholders and other groups outside the organisation 
(Malmein, 2007: 298). More and more businesses today depend for their success on 
communications, on interaction with customers, sponsors, partners and other 
stakeholders (Malmein, 2007: 298). A key resource for future businesses will be 
communication. Business success depends more and more directly on 
organisational communications and its effectiveness (Malmein, 2007: 300). With the 
continuing convergence of the products and services offered by businesses, an ever 
greater part of the value of businesses is created in communication by means of 
images, conceptions, stories and experiences (Malmein, 2007: 300). Communication 
competence is crucial to business survival because every contact with customers 
and stakeholders reflects upon the company‘s brand and reputation (Malmein, 2007: 
304). 
 
Corporate communications used to be described as an exercise in information, after 
all its purpose was to impart information about the organisation‘s operation and 
performance both to people within the organisation and to stakeholders on the 
outside (Malmein, 2007: 305). However, this idea of information is grounded in a 
very mechanistic understanding of communication according to which the company 
or organisation passes on information of its choice to various recipients (Malmein, 
2007: 305). The concept of corporate communications, on the other hand, 
emphasises the inclusiveness of the process, its interactive and analytical nature as 
well as the active role of the recipients (Cornelissen, 2004; Malmein, 2007: 305). 
Furthermore, this concept of communications also comprises marketing competence 
as well as competencies related to brand building and reputation management 
(Malmein, 2007: 305). With the growing importance of images and reputation in 
modern business, it is essential that this kind of communications-minded thinking is 
adopted throughout the organisation. In particular, people working in 
communications and marketing and directly with customers must realise that 
everything they do has a bearing on what people think about the company and on its 
market value (Malmein, 2007: 305). It is important to recognise that communication 
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competence is needed in a growing number of job tasks today (Malmein, 2007: 305). 
The inclusiveness of communications is well captured in the notion that it is the 
whole organisation that communicates (Malmein, 2007: 305). Virtually everything 
that happens in an organisation involves communication (Malmein, 2007: 305). 
Whenever a customer, consumer or some other stakeholder comes into contact with 
the company or company representative, they form new opinions, perceptions and 
impressions of the company (Malmein, 2007: 305). Every such interaction with 
customers and stakeholders is an opportunity to further the achievement of the 
company‘s objectives. Equally, every interaction between company and customer 
that goes wrong may have adverse effects on the company‘s brand (Malmein, 2007: 
305). It follows that communication competence is required of people working at 
virtually all levels of the organisation (Malmein, 2007: 305). Since, all parts of the 
organisation are involved in communicating, it is important that it has in place the 
necessary mechanisms for planning and coordinating communication (Malmein, 
2007: 305). The integration of communication is about maintaining a strategic 
balance between the various aspects and channels of communication (Malmein, 
2007: 305). It requires a sensitive and perceptive analysis of consumers and various 
stakeholder groups as well as an inclusive planning effort (Malmein, 2007: 305). 
 
Corporate communication, in other words, can be characterised as a management 
function that is responsible for overseeing and coordinating the work done by 
communication practitioners in different specialist disciplines, such as media 
relations, public affairs and internal communication (Cornelissen, 2010: 5). Van Riel 
defines corporate communication as ‗an instrument of management by means of 
which all consciously used forms of internal and external communication are 
harmonised as effectively and efficiently as possible‘, with the overall objective of 
creating ‗a favourable basis for relationships with groups upon which the company is 
dependent‘ (Cornelissen, 2010: 5). Defined in this way, corporate communication 
obviously involves a whole range of ‗managerial‘ activities, such as planning, 
coordinating and counselling the CEO and senior managers in the organisation as 
well as ‗tactical‘ skills involved in producing and disseminating messages to relevant 
stakeholder groups (Cornelissen, 2010: 5). Cornelissen (2010: 5) suggests that 
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overall, if a definition of corporate communication is required, these characteristics 
can provide a basis for one: 
Corporate communication is a management function that offers a framework 
for the effective coordination of all internal and external communication with 
the overall purpose of establishing and maintaining favourable reputations 
with stakeholder groups upon which the organisation is dependent. 
 
One consequence of these characteristics of corporate communication is that it is 
likely to be complex in nature (Cornelissen, 2010: 5). This is especially so in 
organisations with a wide geographical range, such as multinational corporations, or 
with a wide range of products or services, where the coordination of communication 
is often a balancing act between corporate headquarters and the various divisions 
and business units involved (Cornelissen, 2010: 5). However, there are other 
significant challenges in developing effective corporate communication strategies 
and programmes (Cornelissen, 2010: 5). Corporate communication demands an 
integrated approach to managing communication (Cornelissen, 2010: 5). Unlike a 
specialist frame of reference, corporate communication transcends the specialties of 
individual communication practitioners (e.g., branding, media relations, investor 
relations, public affairs, internal communication, etc.) and crosses these specialist 
boundaries to harness the strategic interests of the organisation at large 
(Cornelissen, 2010: 5). 
 
Communication is integral part of the design process. In real estate construction 
projects communicating the process of schedule, cost, quality management is critical 
(Liu et al., 2011: 51). Therefore, Liu et al. (2011: 51) suggest that it is essential to 
communicate the following three core subsystems of the design process: 
 Schedule control sub-system design; 
 Cost control subsystem design;  
 Quality control subsystem design, and  
 Quality control subsystem design requirements. 
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Figure 3.7: Real Estate Construction Project Management 
Information System (Source: Liu et al., 2011: 51) 
 
 
Business success today is increasingly dependent on how the company is perceived 
by customers, investors, the media and other stakeholders, and on what they believe 
and know about the company (Malmein, 2007: 306). Relations are both the 
foundation for the organisation‘s operation and a competitive factor (Malmein, 2007: 
306). The business environment in which companies operate is can be seen as 
image society, where business success depends increasingly on stakeholder 
images, beliefs and perceptions of the company (Malmein, 2007: 306). These 
images are created on the basis of a wide range of observations. Images of the 
company are formed in all the interactions that people have with the company and its 
representatives (Malmein, 2007: 306). That is why each and every contact provides 
an opportunity to hear and understand the consumer (Malmein, 2007: 306). People 
are exposed every day to thousands of advertisements and other commercial 
messages that influence their values, attitudes and behaviour (Malmein, 2007: 306). 
They do not analyse these messages as marketing, communication or something 
else, but use them to form an overall impression of the company (Malmein, 2007: 
306). This is why it is so important that businesses are aware of every potential 
interaction and contact they have with consumers and that they consciously steer 
and control these interactions (Malmein, 2007: 307).  
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Good customer relations are vital to every successful business. Customer 
satisfaction and loyalty are the two most important components of relational capital 
(Malmein, 2007: 307). Business stakeholder groups refer to partners who are 
concretely or contractually involved in the company‘s business operations; examples 
include subcontractors, sponsors, materials suppliers and retailers (Malmein, 2007: 
307). From a communications point of view such partners include those that provide 
expert services, such as communications agencies, advertising agencies, media 
agencies, design agencies and specialised research services (Malmein, 2007: 307). 
 
The internet has reshaped communication at different levels (Colleoni, 2013: 233). 
Indeed, traditional broadcast media are based on a hierarchical one-to-many 
communication, with a clear distinction between producer and consumer of 
information and an audience that does not participate in the creation and selection of 
content (Colleoni, 2013: 233). The internet has enabled the emergence of a new 
participatory public sphere based on a many-to-many communication where 
everybody can dialogically and publicly interact and collaborate in the creation of 
content and the definition of the agenda (Jenkins, 2006; Colleoni, 2013: 233). For 
instance, www.amazon.com, the world‘s largest online retailer, has based its 
success on the trust generated by its customer product reviews (Colleoni, 2013: 
233). With the diffusion of social media such as Twitter and Facebook, attracting 
people and creating an active community is no longer a difficult and expensive task 
for companies (Colleoni, 2013: 233). However, since the relationships are organised 
around a network of peers with no centralized entities of control in social media, 
corporations are thrown into a global stream of communication as one of the 
stakeholders (Colleoni, 2013: 233). Within these media communication is referred as 
―viral‖ because ideas and opinions spread like epidemic diseases through the 
network via word-of-mouth and are perceived as highly trusted by the users because 
they are based on group similarities (Colleoni et al., 2011; Colleoni, 2013: 233). 
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The realm of mistakes that can be made related to communication is boundless 
(Cervone, 2014: 75). Too often, unsuccessful project communication is due to the 
project team emphasising communicating status updates and expectations of project 
participants in an outward, unidirectional manner (Cervone, 2014: 75). This manner 
of communicating provides neither the project team nor the stakeholders with a 
complete understanding of the issues and challenges within a project (Cervone, 
2014: 75). Without a complete feedback mechanism, the challenges and issues of a 
project are unlikely to be uncovered and could lead to unexpected and difficult to 
manage complications for the project (Cervone, 2014: 75). It would be impossible to 
outline and describe every type of communication issue or gaffe a project team might 
encounter while executing a project (Cervone, 2014: 75). Nonetheless, there are 
several common themes that you find repetitively referenced in the project 
management literature (Cervone, 2014: 75). If the project team is cognisant of these 
throughout the entire project life cycle and actively attempts to address them 
proactively, the project is less likely to suffer from setbacks (Cervone, 2014: 75). In 
no particular order, these themes are presented below (Cervone, 2014: 75-76). 
 Not differentiating stakeholder needs; 
 Assuming too much (or too little) of stakeholders 
 Overlooking cultural differences 
 Not recognising how communication needs change over time 
 
Successful project communication is only possible when the entire project team is 
communicating effectively (Cervone, 2014: 76). Even if the project manager is the 
focal point through which communications flow, the team members also need to be 
effective in their interactions with the stakeholders (Cervone, 2014: 76). To ensure 
this, the entire team needs to understand the goals, objectives, outcomes and 
benefits of the project (Cervone, 2014: 76). That is, the vision of the project needs to 
be clear and clearly communicated both internally and externally (Cervone, 2014: 
76). Also consider that effective communication needs to be done creatively if you 
are to reach a broad audience (Cervone, 2014: 76). A dry PowerPoint presentation 
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laden with text is not going to engage many, if any, people (Cervone, 2014: 76). 
Succesful communication involves the following techniques (Cervone, 2014: 76): 
 Incorporate storytelling, as appropriate, into communications: the first strategy 
for improving communications (bigger picture), and 
 Communicate in defined patterns: the second strategy for improving 
communications (people who need to know). 
 
Keep in mind that active communication methods, such as face-to-face meetings, 
video conferences, telephone calls and presentations are usually more engaging 
than passive methods such as podcasts, e-mails, blogs and project newsletters 
(Cervone, 2014: 76). Passive methods are prone to being easily interruptible and are 
less likely to allow the recipient to focus attention on the topics at hand (Cervone, 
2014: 76). Nonetheless, the advantage of passive methods is that they can be made 
available on demand and thus are more adaptable to a person‘s schedule (Cervone, 
2014: 76). So passive methods certainly have their place in the project‘s 
communication plan, but they should be used sparingly and with stakeholder groups 
that are likely to use these means for communication outside of the project as well 
(Cervone, 2014: 76). 
 
Social media has revolutionised corporate communications (Matthews, 2010: 17). 
Social media marketing allows companies to communicate directly and instantly with 
their stakeholders, marking a shift from the traditional one-way output of corporate 
communications, to an expanded dialogue between company and consumer 
(Matthews, 2010: 17). Social media marketing is an umbrella term that includes the 
use of social media for sales, marketing, customer service and public relations, 
indicating a convergence of these traditionally separate corporate departments 
(Matthews, 2010: 17). Social media consists of online technologies, practices or 
communities that people use to generate content and share opinions, insights, 
experiences and perspectives with each other (Television Bureau of Advertising, 
Inc., 2009; Matthews, 2010: 17). Examples include blogs, intranets, podcasts, video 
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sharing, photo sharing, social networks, wikis, gaming sites, virtual worlds, micro-
blogging, videoconferencing, instant message chats, social event/calendar systems, 
social bookmarking sites, and news aggregation sites, among others (Matthews, 
2010: 17). In the last decade these technologies have risen in popularity and 
ubiquity, and are being utilised by public relations practitioners to perpetuate the 
ever-changing industry of corporate communications (Matthews, 2010: 17). In 
today‘s corporate world, the success or failure of any company hinges on public 
perception (Matthews, 2010: 18). The opinions of key company stakeholders, such 
as shareholders, investors, consumers, employees or members of the community in 
which the organisation is based, are all crucial to the long-term success of the 
company, and should be viewed as such by executives (Matthews, 2010: 18). Social 
media allows for corporate communications opportunities that a decade ago would 
not have been plausible (Matthews, 2010: 18). Public relations are an old industry 
that has relied on the same tactics and formulas for much of its history, and that has 
traditionally been measured by the amount of media coverage resulting from output 
company messages (Matthews, 2010: 18).  
 
Social media is rapidly changing the way that public relations campaigns or 
programs are distributed and measured (Matthews, 2010: 18). Rather than the 
traditional method of pure output – completely company-controlled messages being 
broadcast to the stakeholders – social media has forced corporate communications 
to shift to a dialogue in which the stakeholders, and not just the companies, have 
power over the message (Matthews, 2010: 18). Social media allows stakeholders to 
ask questions and have those questions answered directly by corporate executives, 
and for corporate executives to receive important feedback and even ideas from their 
stakeholders (Owyang, 2007; Matthews, 2010: 18). Public relations in the traditional 
sense have come to be seen by many as ―smoke and mirrors,‖ deceptive messages 
being created by ―spin doctors‖ (Matthews, 2010: 18). Because of this, many people 
have come to distrust media – the traditional means by which the industry is 
measured – and put more trust in the opinions of their peers, which they have 
access to on social media sites (Woolf, 2009; Matthews, 2010: 18).  
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Social media not only offers an opportunity for direct and instant corporate 
communication, but also an opportunity to get back to the ideal basics of public 
relations – building and maintaining relationships – and to change some of the 
negative stereotypes typically associated with the industry (Matthews, 2010: 18). 
 
This industry shift from traditional corporate communications practices to public 
relations utilising social media is unprecedented (Matthews, 2010: 22). The speed 
with which this shift has occurred has led to a split within the industry, separating 
early adopters from those who are slow to join the social media age (Matthews, 
2010: 22). How companies are responding to the social media revolution is an 
indicator of future success (Matthews, 2010: 22). Companies that are too slow to 
adopt these new technologies and practices are going to be left behind (Matthews, 
2010: 22). Consumers are communicating with one another via social media, even if 
the companies that are their topics of discussion are late to join the social media 
game (Matthews, 2010: 22). Social media is going to continue to develop and 
change, and corporate communications practices are going to change with it 
(Matthews, 2010: 22). Social media has already proven an invaluable tool to the 
industry, and the future holds a wider teaching and implementation of these tools 
(Matthews, 2010: 22). The advent of social media has resulted in the evolution of 
corporate communications (Matthews, 2010: 22). From unchanging, traditional 
practices, the public relations industry has evolved rapidly to accommodate constant 
change and new tools, creating opportunities for meaningful conversations, 
successful campaigns and realising industry ideals (Matthews, 2010: 22). 
 
3.9 Real Estate Market Analysis 
 
The residential real estate cycle forms part of larger economic cyclical activity, 
reflected in the business cycle (Franken, Bloom and Erasmus, 2011: 18). The 
aggregate economy is represented by the business cycle and indicates the level of 
115 
 
 
economic activity in a country, which is usually measured by the Gross Domestic 
Product (GDP) (Franken et al., 2011: 18). 
 
 
Figure 3.8: Phases of the Real Estate Cycle (Source: Franken et al., 2011: 18) 
 
Franken et al. (2011: 19) suggests that a business cycle consists of distinctive 
phases of expansions or growth, and recession or contraction. The peak and trough 
of the cycle represent the transition phases between the upswing and downswing of 
the cycle (Franken et al., 2011: 19). The transitions are distinguished by a slowdown 
in economic activity at the top of the upswing phase and an increase in economic 
activity at the bottom of the downswing phase (Franken et al., 2011: 19). The length 
of the cycle is measured from trough to trough, and may vary in length between one 
and twelve years (Cloete, 1990: 11-12; Franken et al., 2011: 19). One of the cycles 
forming part of the business cycle is the real estate cycle, which collectively 
represents all activity in the real estate sector (Franken et al., 2011: 19). The real 
estate sector may be divided into cycles of industrial, commercial and residential real 
estate (Franken et al., 2011: 19). The real estate cycle is long-term orientated, 
volatile and complex, but persistent in its effect on property in both developed and 
developing economies (Kahn and Farrell, 2002; Franken et al., 2011: 19). The 
growth of the real estate cycle is divided into four phases, according to the 
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relationship of the major influences on each other (Franken et al., 2011: 19). The 
four phases are classified as recession, recovery, expansion, and contraction or 
hypersupply (Pyhrr, Roulac and Born, 1999; Mueller, 1999: 134; Mueller and 
Pevnev, 1997; Franken et al., 2011: 19). The residential cycle in real estate includes 
the fluctuations in real prices of single-family properties, apartments, owner-occupied 
and non-owner-occupied housing. Franken et al. (2011: 19) identify the following as 
reasons for fluctuations in housing prices: 
 An acceleration/deceleration of rates of increase over those recorded in 
previous years, or  
 A sustained increase in house price higher than the rise in the consumer price 
index (CPI) (Grebler and Mittelbach, 1979: 11). The fluctuations in the 
residential cycle are more stable than other sectors of the property market, 
since the aggregate demand for residential properties grows constantly as the 
population expands (Guttentag, 1961). 
 
It is important to note that during normal market conditions, the demand for housing 
declines when housing prices increase, and thus housing demand is negatively 
related to real house prices (Franken et al., 2011: 20). Any excess demand for 
residential properties is capitalised into higher house prices (Tse, Ho and Ganesan, 
1999: 626; Peek and Wilcox, 1991: 19; Franken et al., 2011: 20). Franken et al. 
(2011: 20) suggest that housing demand is influenced by long-term and short-term 
economic factors. Long-term economic factors include changes in household 
disposable income, permanent features of the tax system, and the average level of 
interest rates (Tsatsaronis and Zhu, 2004; Franken et al., 2011: 20), while short-term 
factors are valued-added tax (VAT), stamp and registration duties and estate taxes. 
Short-term factors mainly relate to the liquidity of the housing market (Tsatsaronis 
and Zhu, 2004; Franken et al., 2011: 20). 
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3.10 Conclusion 
 
In this chapter, the literature suggests that the property developer and project 
manager form an integral part of any proposed project. Furthermore, a project 
manager pursues the client‘s objectives and requirements while coordinating the 
project team to ensure the project is soundly produced. Consequently, literature 
suggests that the project manager will have a positive influence on the perceived 
success of new venture property development projects. The evident variables 
included in the theoretical framework, are operationalised in chapter four. 
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CHAPTER FOUR: OPERATIONALISATION OF VARIABLES 
 
4.1 Introduction 
 
The evident variables included in the theoretical framework, are operationalised in 
this chapter. Consequently, the following variables were operationalised: 
Entrepreneurial Vision; Strategic Management; Stakeholders‘ Interest; Professional 
Feasibility and Viability Reporting; Procurement; Communication; Consumer 
Confidence; Risk Management; Governance Structures; Specialist Advice, and The 
Project Management Body of Knowledge (PMBOK). 
 
Botha (2013: 346) suggests that research involves the measurement of concepts 
and constructs, which require an unambiguous definition. Consequently, resulting in 
operational definitions which specify the characteristics that can be measured and 
how they are observed (Botha, 2013: 346). Furthermore, these definitions must be 
clear enough for the reader to interpret the variable in the same way as the 
researcher, and avoid confusion which could jeopardise the value of the study 
(Cooper and Schindler, 2007; Botha, 2013: 346). The operationalisation process 
defines a variable or concept so that it can be measured quantitatively or 
qualitatively (Babbie and Mouton, 2001; Botha, 2013: 346). Consequently, the 
questionnaire serves as an illustration of the variable operationalisation process 
(Babbie and Mouton, 2001; Botha, 2013: 346). 
 
A generalised procedure for operationalisation involves (Babbie and Mouton, 2001; 
Botha, 2013: 346): 
 The identification of concepts that researchers aim to measure; 
 The determination of one or more quantitative measures of the concept, and 
 The determination of the method for obtaining this measure. 
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4.2 Operationalisation of the Independent Variables 
 
4.2.1 Entrepreneurial Vision 
 
For the purpose of this study, entrepreneurial vision includes creativity, drive, 
determination, work ethic, people skills, financial skills, heuristic skills, and social 
skills. The traits most frequently cited as being characteristic of entrepreneurs 
include the desire for independence, locus of control, creativity, risk taking 
propensity, need for achievement, and credible role models (Carton et al., 2004: 8). 
Furthermore, Carton et al. (2004: 8) suggest that the characteristics that are 
significant include managerial experience, start-up experience, management team 
experience, knowledge, skills and abilities, and experience in the line of business. 
 
4.2.2 Strategic Management 
 
For the purpose of this study, strategic management includes leadership, 
communication, networking, public relations, branding, marketing, and governance. 
Management‘s success depends on skilfully leading and synthesising knowledge 
work, which consists of creating and using concepts to select, analyse and organise 
ideas and data into decisions ultimately resulting in useful products and services 
(Zand, 2010: 25). Furthermore, strategic success depends on refraining from 
authoritarian directives when possible, while encouraging the sharing of knowledge 
and creativity (Zand, 2010: 250). Consequently, the simple concept of knowledge 
work illuminates management‘s strategic thinking and increases the awareness of 
knowledge workers‘ creative contribution to the firm‘s current and future competitive 
strategy (Zand, 2010: 25) 
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4.2.3 Stakeholders‘ Interest 
 
For the purpose of this study, stakeholders‘ interest includes the total rand value of 
the project, the projects size, the projects deadline, the projects complexity, 
community involvement, politics, legal factors, financial impact, and procedural 
regulations governing the development process. A key issue in this task is the 
relationship between the strategies, interests and actions of the various agents 
involved in the development process - landowners, investors, developers, 
consultants, public agency planning officers, politicians and community groups, and 
the organisation, both of economic and political activity, and of values of land, 
property, buildings and environments, which frame or structure their decision-making 
(Graham et al., 2003; Healey, 1990; Botha, 2013: 35). The internal stakeholders can 
be defined as those who are formally related to the property development project in 
question while external stakeholders can be defined as those who in some way may 
affect the project (Gibson, 2000; Caputo, 2013: 75). External stakeholders are 
groups outside the company that indirectly impact the company‘s business 
(Malmelin, 2007: 307). Examples include consumers, organisations, activist groups 
and the authorities (Malmelin, 2007: 307). Furthermore, a stakeholder may have the 
power to impose its will in dealing with the company (Caputo, 2013: 76). 
 
4.2.4 Professional Feasibility and Viability Reporting 
 
For the purpose of this study, professional feasibility and viability reporting include 
budget reporting and control, estimating projected profits, cost reporting and control, 
comparing actual versus allowable, interim reconciliation, and final accounts. A 
feasibility study is an essential tool which is used to consider the potential outcome 
of a property development project (Botha, 2013: 120). The feasibility study is an 
analytical instrument which evaluates the possible success of a development already 
in the planning stage of the property development process (Botha, 2013: 120). The 
ultimate objective of the feasibility study is to evaluate the available information that 
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is applicable, and to compare this with the development objectives. It is therefore not 
a plan of action guaranteeing success, but only a systematic evaluation of 
development opportunities and restrictions (Botha, 2013: 120). In summary feasibility 
study is the evaluation and analysis of the potential of the proposed property 
development project, which is based on extensive investigation and research to 
provide full comfort to the decision makers (Botha, 2013: 354). Feasibility studies 
aim to objectively and rationally uncover the strengths and weaknesses of a 
proposed property development venture including opportunities and threats as 
presented by the economy, environment, the resources required to carry through, 
and ultimately the prospects of perceived success of new venture property 
development projects (Botha, 2013: 355). Furthermore, viability refers to the 
assessment of all the factors influencing perceived success of a proposed property 
development project including the feasibility study (Botha, 2013: 355). Consequently, 
Botha (2013: 355) identifies a viability study as an in depth investigation of the 
profitability of the business idea to be converted into a business enterprise. 
 
4.2.5 Procurement 
 
For the purpose of this study, procurement includes tendering, negotiating, turnkey, 
CIDB, public sector supply chain, and word of mouth. Procurement is the stage of 
the development process which includes the appointment of a building contractor, 
but it also entails agreement on the type of building contract to be used and the 
construction or refurbishment of the building on site, in accordance with a set of 
design drawings and specifications (Morledge, Smith & Kashiwagi, 2006; Botha, 
2013: 137). Once the decision to proceed with a proposed property development 
project is taken based on acceptable feasibility findings and viability reporting, there 
are many other decisions to be made and steps to be taken before the site can be 
acquired and the development started (Erlandson, Skipper, Allen & Harris, 1993; 
Botha, 2013: 139). Procurement is therefore, an organisational system that assigns 
specific roles and responsibilities to people and organisations, and defines the 
relationships between the different elements of construction in a project (Oyegoke et 
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al., 2009: 343). Furthermore, project procurement sets out ways in which works are 
placed in the market and establishes the contractual framework that determines the 
nature of the relationship between the project stakeholders‘ for the duration of their 
interactions (Oyegoke et al., 2009: 343). 
 
4.2.6 Communication 
 
For the purpose of this study, communication includes verbal, written, 
telecommunication, videoconferencing, e-mail, social media, professional networks, 
and websites. Business success depends more and more directly on organisational 
communications and its effectiveness (Malmein, 2007: 300). With the continuing 
convergence of the products and services offered by businesses, an ever greater 
part of the value of businesses is created in communication by means of images, 
conceptions, stories and experiences (Malmein, 2007: 300). Communication 
competence is crucial to business survival because every contact with customers 
and stakeholders reflects upon the company‘s brand and reputation (Malmein, 2007: 
304). Corporate communication is a management function that is responsible for 
overseeing and coordinating the work done by communication practitioners in 
different specialist disciplines, such as media relations, public affairs and internal 
communication (Cornelissen, 2010: 5). Furthermore, communication is an integral 
part of the design and development process (Liu et al., 2011: 51).  
 
The internet has reshaped communication at different levels (Colleoni, 2013: 233). 
The internet has enabled the emergence of a new participatory public sphere based 
on a many-to-many communication where everybody can dialogically and publicly 
interact and collaborate in the creation of content and the definition of the agenda 
(Jenkins, 2006; Colleoni, 2013: 233). Moreover, social media has revolutionised 
corporate communications (Matthews, 2010: 17). Social media marketing allows 
companies to communicate directly and instantly with their stakeholders, marking a 
shift from the traditional one-way output of corporate communications, to an 
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expanded dialogue between company and consumer (Matthews, 2010: 17). 
Furthermore, active communication methods, such as face-to-face meetings, video 
conferences, telephone calls and presentations are usually more engaging than 
passive methods such as podcasts, e-mails, blogs and project newsletters (Cervone, 
2014: 76). Passive methods are prone to being easily interruptible and are less likely 
to allow the recipient to focus attention on the topics at hand (Cervone, 2014: 76). 
 
4.2.7 Consumer Confidence 
 
For the purpose of this study, consumer confidence includes pre-sales, post-sales, 
tenancy, end-user finance, and the fiscal policy of the banks. Affective states such as 
emotion and confidence can impact decision‐making, including risk attitudes and 
other decisions that are quantitatively important to the economy (Bracha and Julian, 
2011: 4). The tendency of optimistic behaviour to reinforce itself builds confidence for 
the players in the market place and creates feedback processes that generate higher 
and higher expectations about the future (Wyman et al., 2011: 343). Therefore, the 
success of any modern business today depends increasingly on what customers and 
stakeholders think about the company and what it is doing (Malmein, 2007: 298). 
Consequently, consumer confidence plays an integral part in the perceived success 
of new venture property development projects. 
 
4.2.8 Risk Management 
 
For the purpose of this study, risk management refers to the management of political 
risks, financial risks, business risks, economic risks, personal risks, and legal risks. 
There are numerous risks associated with every investment, and property 
development is not an exception (Khumpaisal et al., 2010: 152). Property 
development has its own risks, particularly in relation to the decision-making process 
for a new venture property development project (Khumpaisal et al., 2010: 152). 
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Consequently, risk is present during the entire project management process in terms 
of schedule delay, cost overrun and quality of products (Khumpaisal et al., 2010: 
152). Property development is popularly perceived as a ‗risky business‘ however, 
risk taking is necessary for profit and economic progress (Fisher and Robson, 2006: 
135). Similar to other entrepreneurs, property developers have opportunities to 
manage the risks they face during the process of developing property (Fisher et al., 
2006: 135). Therefore, ‗Risk Management‘ entails the holistic management of all the 
risks associated with the business of property development (Botha, 2013: 348). 
Furthermore, risk management is about making decisions based on quantified risks 
in order to execute risk-response measures which form the basis of decision-making 
during a project (Reymen et al., 2008; Botha, 2013: 348). 
 
4.2.9 Governance Structures 
 
For the purpose of this study, governance structures include financial structure, 
approach towards the feasibility study, approach towards the viability study, 
procurement strategies, actual gap analysis, testing of demographics, fiscal and 
economic policies, collaborative action, provision of information, persuasion based, 
and incentive based. The term to govern can be described as to ‗control the actions 
or behaviour of‘ (Fisher, 2010: 3). Governance is provided by internal audit, and 
operational governance ensures that policies and procedures for the day-to-day 
activities of the organisation are implemented and followed (Fisher, 2010: 3). 
Therefore, corporate governance can be defined as the set of processes, customs, 
policies, laws and institutions affecting the way in which a company is directed, 
administered or controlled (Fisher, 2010: 3). Corporate Governance is seen as a set 
of rules that ensures not only efficient management and leadership but also 
corporate control, so that the agent (management) is called accountable for 
corporate performance and the return on the invested capital paid to the principal 
(investor) (Schulte et al., 2006: 3). A governance structure can be developed as a 
result of specifying the rights and responsibilities of these two groups (Schulte et al., 
2006: 3). Consequently, this governance structure outlines the company‘s objectives 
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and the means of attaining those objectives (Schulte et al., 2006: 3). Furthermore, 
the term pure governance is used to describe the process of utilising governance as 
the power inherent in bringing stakeholders together to achieve an objective and 
considering how to engage stakeholders in collective action (Botha, 2013: 93). 
Consequently, property development governance can be defined as a system of 
processes and structures to direct, control and account for the business at the 
highest level (Botha, 2013: 351). Corporate Governance structures should therefore 
include the relationships between the company‘s management, owners, creditors, 
employees, suppliers, clients, and other stakeholders (Schulte et al., 2006: 3). 
 
4.2.10 Specialist Advice 
 
For the purpose of this study, specialist advice refers to the estate agent, architect, 
engineer, contractor, project manager, quantity surveyor, legal advisor, financial 
accountant, real estate broker, real estate expert, land surveyor, town planner, and 
end-user / potential tenant. Property development practitioners require mentors with 
substantive advice (Botha, 2013: 350). There are various benefits for property 
development practitioners to be associated with mentors who fulfil the role of 
specialist advisers (De Janasz & Whitey, 2003; Botha, 2013: 350). Because the 
property development process is complex, most developers do not have all the skills 
required to deal adequately with a major development (Hilmer & Quim, 1994; Botha, 
2013: 351). Consequently, there are a variety of different consulting firms who 
specialise in parts of the process and provide the specialist advice to the Developer 
(Wilkinson & Reed, 2008; Claydon & Smith, 1997; Ennis, 1996; Botha, 2013: 351). 
Botha (2013: 82-83) suggests that the benefits of mentors with outside advice are 
abundant, and include: 
 Engendering of accountability; 
 Guidance with respect to decisions; 
 Guidance with respect to the right direction; 
 Advice with respect to the next step; 
 Source of motivation, and 
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 Moral support. 
 
4.2.11 The Project Management Body of Knowledge (PMBOK) 
 
For the purpose of this study, the PMBOK includes project knowledge areas (project 
integration management, project scope management, project time management, 
project cost management, project quality management, project human resources 
management, project communication management, project risk management, project 
procurement management, and project stakeholder management), and project 
process groups (initiating, planning, executing, monitoring and controlling, and 
closing). Effective project management is essential in a project-oriented industry 
such as construction and identifying efficient approaches is crucial for project 
success (Chou et al., 2012: 47). To improve project outcomes namely, performance, 
satisfaction, and success, A Guide to the Project Management Body of Knowledge 
Guide (PMBOK® Guide) was developed by the Project Management Institute to 
identify general project management knowledge, processes, techniques, tools, and 
skills (PMI, 2008; Chou et al., 2012: 47). This guide contains the fundamental, 
baseline practices that drive business results for any organisation, including those 
organisations in the construction industry (Chou et al., 2012: 47). By applying these 
management techniques, project managers and project teams can enhance the 
chances of success over a wide range of projects (Zwikael, 2009; Chou et al., 2012: 
47). According to the Project Management Institute (2013: 2) the acceptance of 
project management as a profession suggests that the application of knowledge, 
processes, skills, tools, and techniques may have a significant impact on project 
success. Furthermore, the PMBOK Guide identifies the project management body of 
knowledge that is recognised as good practice (PMI, 2013: 2). The application of the 
PMBOK Guide and identified knowledge, skills, tools, and techniques may enhance 
project success (PMI, 2013: 2). 
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4.3 Operationalisation of the Dependent Variable Perceived Success of New 
Venture Property Development Projects 
 
For the purpose of this research, the perceived success of new venture property 
development projects refers to the achievement of the projects objectives outlined by 
the feasibility and viability reports. Furthermore, the achievement of the projected 
profit margins deeming the projects a success. 
 
4.4 Conclusion 
 
Chapters two and three presented an extensive review of the related literature 
explaining the relationship between entrepreneurship, property development, and 
project management. Chapter four operationalised the following variables identified 
during the survey of the literature: Entrepreneurial Vision; Strategic Management; 
Stakeholders‘ Interest; Professional Feasibility and Viability Reporting; Procurement; 
Communication; Consumer Confidence; Risk Management; Governance Structures; 
Specialist Advice, and The Project Management Body of Knowledge (PMBOK). In 
the next chapter, the research methodology used to empirically test the hypotheses 
and the entrepreneurial framework will be presented. 
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CHAPTER FIVE: RESEARCH METHODOLOGY 
 
The research methodology used to empirically test the hypotheses and the 
entrepreneurial framework will be presented in this chapter. The purpose of this 
study is to develop an entrepreneurial framework for new venture property 
development projects, in order to identify factors which contribute to the perceived 
success of new venture property development projects. The study was conducted by 
means of a review of the related literature and by conducting an empirical study. The 
empirical study was conducted using a quantitative statistical approach by 
distributing research questionnaires to members falling within the sample population. 
The sample strata and methodology which was used to conduct the study is 
addressed in detail below. 
 
5.1 The Sample Strata 
 
5.1.1 Introduction 
 
This section outlines the sample strata selected for the purposes of the research 
study. The response rate for the issued questionnaires is also outlined. Table 5.1 
presents a summary of the sample stratum in terms of the number of questionnaires 
circulated, the number returned, the number that were not returned, and the 
response rate. 
 
Table 5.1: Response rate 
Sent Returned Not Returned 
Response Rate 
% 
209 53 156 25% 
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The sample that can be utilised for research purposes varies, however the larger the 
sample stratum, the more complex and time consuming it will be to collate the data. 
Therefore, for the purposes of the research study, the sample stratum was limited to 
persons registered with the South African Property Owners Association (SAPOA) 
and property development practitioners within South Africa. The sample consisted of 
(209) identified respondents, of which (53) completed and returned questionnaires, 
which equates to a response rate of 25 %. The response rate was optimised by 
assuring confidentiality of the study, a covering letter was included to outline the 
objectives of the study, and the importance of the respondents‘ participation. 
Furthermore, the covering letter expressed the anonymity with which the 
respondents‘ personal data would be treated. The research questionnaires were 
delivered to the sample stratum via email on the 01 October 2014. The deadline for 
the return of the research questionnaire was the 24 October 2014. In an attempt to 
increase the response rate respondents‘ were further urged to respond by the 24 
October 2014, by contacting the potential respondents via a follow up email dated 16 
October 2014 containing both a link to the online questionnaire as well as an 
electronic copy of the research questionnaire.  
 
The following factors constitute possible reasons for the response rate: 
 The time of year had a major effect on the response rate. Respondent‘s 
lacked the time required to complete the questionnaire due to end of year 
deadlines;  
 Numerous respondents chose not to respond to the survey, and 
 Lastly, potential respondents deleted the email without reading it as recorded 
by the Microsoft Outlook Read Receipt Service. 
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5.2 Research background 
 
5.2.1 The Purpose of Research 
 
Research as described by Leedy and Ormrod (2010: 2) is as a process entailing 
collection, analysis and interpretation of data with the intent of increasing 
understanding and insight into a specific phenomenon. More simply, the Concise 
Oxford English Dictionary (2011) defines research as ‗the systematic investigation 
into and study of materials, sources etc. in order to establish facts and reach new 
conclusions‘.  According to Fellows and Lui (2008:4) the purpose of research is 
establishing facts as a precursor to gaining new knowledge. Jonker and Pennink 
(2010: 9) term this ―goal-oriented acting‖ and elucidate: ―Conducting research 
involves a deliberate and methodical search for knowledge and insights in the form 
of answers to questions that have been formulated in advance.‖  
 
Research is commonly categorised as being either scientific (also known as 
pure/basic) research or applied research. Fellows et al. (2008: 7) however caution 
that such classification is not simple, in part due to the fact that work takes place 
within a continuum. According to Jonker et al. (2010), scientific research contributes 
to knowledge development, contributes to existing theory and the search for what is 
true. Such research is typically generalisable and is considered valid and reliable 
(Kumar, 2011; Leedy et al., 2010; Jonker et al., 2010; Fellows, 2008). Kerlinger and 
Lee (2000:14) further propose that scientific research is systematic, based on fact, 
and guided by theories and hypothesis pertaining to the phenomenon. In contrast, 
applied research yields data, insights, concepts and views. Applied research is often 
based on the knowledge gathered by scientific research (Fellows et al. 2008: 7; 
Leedy et al., 2010). The purpose of applied research is twofold: 
1. Obtaining knowledge pertaining to a phenomenon or matter, and  
2. Contributing to the ‗problem solving‘ of that matter. 
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5.2.2 Quantitative and Qualitative Methodology  
 
Verhoeven (2011) indicates that the two main approaches to research are the 
qualitative and quantitative paradigms. A third approach is a combination of 
quantitative and qualitative research known as mixed method research (de Vos, 
Strydom, Fouché & Delport 2013: 63; Creswell, 2009). The two main methodological 
paradigms as proposed by Verhoeven differ significantly from one another. Each 
approach holds its own purpose, methods of enquiry, data collection and analysis 
strategies, as well as differing criteria for quality determination. Kumar (2011:13) 
suggests that selecting an approach depends on the appropriateness of the 
approach to the aim of the investigation (exploration, confirmation or quantification) 
as well as the intended usage of the research findings. 
 
5.2.3 Qualitative and Quantitative Approaches 
 
According to Leedy and Ormrod (2010: 94), the goal of quantitative research is to 
describe the strengths and weaknesses of numeric relationships whereas the goal of 
qualitative research is to consider qualities and characteristics. Qualitative research 
takes a more holistic form with data collected in order to increase insight and 
understanding. Quantitative studies are concerned with the numeric quantity of a 
variable or variables of interest as well as the relationship between measured 
variables (Leedy & Ormrod, 2010). Verhoeven (2011: 29) explains that statistics are 
utilised to describe results and test the assumptions presented by the numerical 
information attained. In contrast, qualitative studies involve the evaluation of 
characteristics and qualities by exploring the nature of phenomena, thus yielding 
word based content (Zikmund, 2003:111; Jonker & Pennink, 2010).  
Quantitative studies utilise an array of structured techniques in order to obtain 
measurements (Zikmund, 2003; Jonker & Pennink, 2010). This is reiterated by 
Fellows and Lui (2008: 7) who declare that the quantitative approach adopts a 
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structured ‗scientific‘ methodology with specific aims, objectives and testable 
hypotheses. Moreover, the quantitative researcher maintains objectivity by remaining 
detached from participants. Qualitative studies are remarkably fluid in nature. The 
focus and design is on a continuum of change and development during the course of 
the research, thus allowing theories to emerge in a seemingly unstructured manner.  
 
During the data collection phase, the qualitative researcher becomes immersed in 
the research environment thereby experiencing the situation through interaction with 
research participants. Data analysis is more subjective as a consequence. Due to 
the fact that a large proportion of data collection is directly dependent on researcher 
involvement, the researcher takes on the role of research instrument (Fellows et al., 
2008). Furthermore, qualitative data places an emphasis on the ‗lived experiences‘ 
and the meaning attached to the social world, it is this quality that makes qualitative 
methodology so well suited to social science research (Miles, Huberman, & Saldana, 
2014). Qualitative methodology entails the collection of large amounts of detailed 
information about a small sample. Quantitative methodology conversely collects a 
small amount of information from a significantly larger sample (Leedy et al., 2010: 
96). The quantitative researcher is according to Leedy and Ormrod (2010: 95) 
seeking explanation and predictions for generalisation to other situations. By 
establishing generalisations, research potentially contributes to preexisting theory. In 
contrast, qualitative research is often termed ―emergent‖ as qualitative researchers 
allow their observation to build theories. 
 
According to Leedy et al. (2010), qualitative research is more likely to end in 
tentative hypotheses which form the basis for further studies. Furthermore, the 
researcher is reliant on inductive reasoning methods as opposed to the deductive 
reasoning used in quantitative studies (Leedy et al., 2010; Jonker et al., 2010: 94). 
Quantitative studies however are more likely to confirm or disconfirm the tested 
hypotheses (De Vos et al., 2013: 63).  
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5.2.4 Descriptive Statistics 
 
According to Heckard and Utts (2012), statistics is a tool (collection of principles and 
procedures) for gathering and analysing data in order to create understanding from 
number sets. Moreover, statistics help people make decisions by organising and 
summarising data, thereby assisting the researcher to better understand the data. It 
is for this reason that descriptive statistics are also referred to as ―Summary 
statistics‖ (Robson, 2011: 423; McHugh & Villareul, 2003). Data summary and data 
organisation is achieved by a variety of tables and graphic displays. Methods 
applicable to descriptive statistics include graphs, frequency distribution tables, 
measures of central tendency, as well as standard deviations (Trochim et al., 2006; 
Huck 2012). 
 
Descriptive statistics make use of different levels of measurement (assessment 
scales). Salkind (cited in de Vos et al., 2013: 178) proposes that the level of 
measurement represents a ―hierarchy of precisions‖ on which the variable is 
assessed. Four levels of measurement are named: 
1. Nominal - Allows data to be distinguished based on specific attributes,  
2. Ordinal - Orders data, 
3. Interval - Indicates the degree of difference between individual data items, 
4. Ratio - Facilitates meaningful interpretation of the differences between data 
items (Lane et al. 2013: 35-38).  
 
A variety of statistical techniques can be applied to the above mentioned levels of 
measurement. Lane et al. (2013) propose chi-square, Spearman rank order 
correlation, z-scores, Pearson product moment correlation, t-tests and analysis of 
variance as suitable statistical techniques.  
 
McHugh et al. (2003) propose that descriptive statistics are used in two ways: 
a) as an end point in the data analysis, occurring in pure  descriptive studies, 
b) as  a starting  point  in  the  data  analysis,  occurring in the  experimental   
research,   before  hypothesis testing  with inferential  statistics.    
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Trochim et al. (2006: 268) note that both inferential and descriptive statistics are 
recognised as quantitative methods of data analysis. Inferential statistical analysis 
attempts to reach conclusions beyond the data to the population from which 
research sample was drawn (known as generalising); whereas descriptive statistics 
describe directly what the data portrays (Trochim et al., 2006: 257, 282).  This 
research study uses descriptive statistics to organise and summarise the quantitative 
data derived from the survey.  
 
5.3 Design of the survey 
 
The methodologies used for research purposes comprise of qualitative and 
quantitative methods. For the purposes of this study a quantitative methodology was 
adopted. According to Leedy and Ormond (2010: 89), a quantitative methodology 
consists of primary and secondary forms of data. Primary data is comprised of facts 
which are closest to the truth and secondary forms of data are perceptions derived 
from primary data (Leedy et al., 2010: 89). For the purposes of this study and given 
the fact that members of SAPOA and Property Development Practitioners are 
dispersed within South Africa, primary data was obtained in the form of a self-
administered quantitative research questionnaire, which was administered to the 
sample population identified. The secondary data for this study was obtained from 
sources which comprised of published articles, books, journals, e-journals, reports, 
conference papers, internet sources, post graduate studies, magazines, and 
newspaper articles. The secondary data was conducted in the form of a literature 
review and was used to determine perceptions and facts associated with the 
research topic. 
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5.3.1 The design of the questionnaires 
 
The design of the research questionnaires formed an integral part of this study. The 
research questionnaire was developed based on the statement of the problem, 
related sub-problems and hypotheses. The research questionnaire posed questions 
relative to the study in a form that was easily understandable to the respondents, 
and ensured that the time required to complete the research questionnaire was 
minimised to increase the response rate. The majority of questions presented within 
the research questionnaire were closed-ended questions. The closed-ended 
questions consisted of a five-point Likert type scale to ensure ease of answering. 
These questions also provided for an ‗unsure‘ response. Open-ended questions 
included in the questionnaire were minimised and answers were brief in order to 
reduce the time required to complete the questionnaire. The open-ended questions 
were utilised to obtain demographic information, professional registration details, and 
generally to elicit comments or opinions relating to the study. 
 
The questionnaires were presented and designed in English and addressed for the 
attention of Property Development Practitioners and members of SAPOA within 
South Africa. The main objective when designing the research questionnaire was to 
keep the questions as short as possible and straight to the point in order to attract 
the attention and interests of respondents. The respondents were assured within the 
attached covering letter that all responses would be treated with confidentiality. 
Furthermore, respondents were not asked to reveal any confidential information. The 
design of the research questionnaire is summarised in Table 5.2: Questionnaire 
Design which represents the questions presented to respondents in Section B: 
Assessment of the entrepreneurial framework for new venture property development 
projects. 
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Table 5.2: Questionnaire design 
Section B 
Question 
No. 
Hypothesis 
H1 H2 H3 H4 H5 H6 H7 H8 H9 H10 H11 H12 
1 • 
        
   
2 
 
• 
       
   
3 
  
• 
      
   
4 
   
• 
     
   
5 
    
• 
    
   
6 
     
• 
   
   
7 
      
• 
  
   
8 
       
• 
 
   
9 
        
•    
10  •   
11 
Factors influencing the perceived success of new venture property development 
projects 
12 Rating the complexity of the property development process 
13 Rating the nature of the risks associated with the property development process 
14 
Agree/Disagree 'Numerous property development entrepreneurs lack the skills 
and expertise to effectively manage their business enterprises and the 
associated risks from project inception to completion, and commissioning‘. 
15 
Agree/Disagree ‗There is a positive relationship between implementing the 
Project Management Body of Knowledge and the Perceived Success of New 
Venture Property Development Projects‘. 
16 Comments in General 
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5.3.2 Collecting the data 
 
The research questionnaires were accompanied by a covering letter, briefly 
explaining the purpose of the study which was administered to the sample population 
by email. Before administering the questionnaires and covering letter they were 
thoroughly reviewed to ensure that there were no discrepancies. Participants who 
did not respond were reminded telephonically as well as via an e-mail message, 
which attached the questionnaire and covering letter. Responses were delivered to 
the researcher electronically, via e-mail. 
 
5.3.3 Analysis of the data 
 
The data obtained from the research questionnaire responses were analysed and 
interpreted in order to develop results from which to test the hypotheses. The 
analysis of the data consisted of the calculation of descriptive statistics in the form of 
frequency distributions and a measure of central tendency in order to calculate mean 
scores (MSs). For this study the Likert scale points and related variables were 
utilised in the questionnaire to form a scale that ranges from 1 to 5, 1 being not 
important to 5 very important in order to calculate the MSs as follows: 
 
 
 
 
The variables are referenced in Table 5.3. 
  
MS = 
1n1 + 2n2 + 3n3 + 4n4 + 5n5 
n1 + n2 + n3 + n4 + n5 
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Table 5.3: The Likert scale points and related variables 
Likert scale point Variable 
Not important n1 
Less than 
important 
n2 
Important n3 
More than 
important 
n4 
Very important n5 
 
The results and findings are presented in various forms such as text, tables, and 
charts. The conclusions and recommendations are based upon the analysed 
quantitative data. 
 
5.4 Conclusion 
 
Chapter 5 provided a detailed description of the research methodology adopted for 
the purpose of this study. Specific reference was given to the sample population 
studied, the response rate, research background, and the design of the survey which 
addressed the data collection and the data analysis methods. In the next chapter, 
the empirical results of the study will be presented. 
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CHAPTER SIX: EMPIRICAL RESULTS 
 
6.1 Introduction 
 
The main objective of this study was to develop an entrepreneurial framework for 
new venture property development projects. In this chapter the research findings are 
discussed and interpreted, the hypotheses are tested and the empirical framework is 
presented. Furthermore, the empirical results discuss the factors identified as 
influencing the perceived success of new venture property development projects. 
 
6.2 The Results 
 
6.2.1 Interpretation of results 
 
The following terms were used when discussing the data: 
Minority  –  33.3% and less 
Half   –  50% 
Majority  –  66.7% and more, but less than 80% 
Most   –  80% and more, but less than 100% 
All   –  100% 
 
In order to describe the findings in more detail, the following terms were used when 
analysing the weighted MSs: 
≥ 1.00 to ≤ 1.80  - infrequent to near infrequent 
- minor to near minor extent 
- ineffective to near ineffective 
- simple to near simple 
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- very poor to poor 
- strongly disagree to disagree 
> 1.80 to ≤ 2.60 - infrequent to near infrequent / near infrequent 
- minor to near minor / near minor extent 
- ineffective to near ineffective / near ineffective 
- simple to near complex / near complex 
- very poor to poor / poor 
- strongly disagree to disagree / disagree 
> 2.60 to ≤ 3.40 - near infrequent to sometimes / sometimes 
- near minor extent to some extent / some extent 
- near ineffective to effective / effective 
- near complex to complex / complex 
- poor to average / average 
- disagree to neutral / neutral 
> 3.40 to ≤ 4.20 - sometimes to near frequent / near frequent 
- some extent to a near major / near major extent 
- effective to near highly effective / near highly effective 
- complex to near highly complex / near highly complex 
- average to near excellent / near excellent 
- neutral to agree / agree 
> 4.20 to ≤ 5.00 - near frequent to frequent / frequent 
- near major to major / major extent 
- near highly effective to highly effective / highly effective 
- near highly complex to highly complex / highly complex 
- near excellent to excellent / excellent 
- agree to strongly agree / strongly agree 
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SECTION A: PERSONAL INFORMATION 
 
 
Figure 6.1: Percentage of respondents’ involved in Property or Real Estate 
Development Projects 
 
Figure 6.1 indicates that the majority, 96.2% of respondents‘ have been involved in 
Property or Real Estate Development Projects and that the minority, 3.8% of 
respondents have not. 
 
  
Yes; 96,20% 
No; 3,80% 
Yes
No
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Figure 6.2: Percentage of respondents’ who consider themselves as 
entrepreneurs 
 
Figure 6.2 indicates that 60.4% of respondents consider themselves as 
entrepreneurs and that 37.7% do not. 
 
 
Figure 6.3: Percentage of respondents’ who are you registered with a 
professional body for example: SAPOA, SACPVP, EAAB, or the SACPCMP 
 
Yes; 60,40% 
No; 37,70% 
Yes
No
Yes; 81,10% 
No; 18,90% 
Yes
No
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Figure 6.3 indicates that 81.1% of respondents are members of a professional body 
and that 18.9% are not. 
 
Table 6.1: Mean property development experience of respondents 
 
Response (Mean) 
Years Months 
12 2 
 
Table 6.1 indicates the respondents‘ mean number of years and months property 
development experience. Respondents mean experience within the related fields of 
property development is 12 years and 6 months. 
 
Table 6.2: Mean age of respondents 
 
Response (Mean) 
Age (Years) 
42 
 
Table 6.2 indicates the mean age of respondents‘. The mean age of respondents is 
42 years old. 
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Figure 6.4: Percentage of male and female respondents 
 
Figure 6.4 indicates that the majority, 73.6% of respondents are male and that the 
minority, 26.4% are female. 
 
 
Figure 6.5: Percentage of respondents with a Matric, Diploma, Degree, 
Honours, Masters or PhD as their highest qualification 
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Figure 6.5 indicates the percentage of respondents with a Matric, Diploma, Degree, 
Honours, Masters or PhD.  5.7% have a Matric, 9.4% have a Diploma, 35.8% have a 
Degree, 18.9% have an honours degree, 20.8% have a Master‘s degree, and 9.4% 
have a PhD. It is notable that the majority of respondents have a qualification equal 
to or higher than a degree. It is also notable that the mean age of respondents‘ is 42 
years old, and the mean number of years‘ and months‘ experience of respondents‘ in 
the property development field is 12 years and 2 months. Furthermore, the majority 
(81.1%) of respondents‘ are registered with a professional body. Therefore, the 
researcher made the assumption that the majority of respondents‘ are 
knowledgeable within the related fields of Property Development. 
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SECTION B: ASSESSMENT OF THE ENTREPRENEURIAL FRAMEWORK FOR 
NEW VENTURE PROPERTY DEVELOPMENT PROJECTS 
 
Question 1 
 
On a scale of 1 (minor) to 5 (major), to what extent do the following factors 
influence entrepreneurial vision? 
 
Table 6.3: The extent to which certain factors influence the entrepreneurial 
vision 
 
Factor 
Response (%) 
MS Rank 
U 
Minor..........................Major 
1 2 3 4 5 
Drive 0.0 0.0 1.9 0.0 22.6 75.5 4.72 1= 
Determination 0.0 0.0 0.0 3.8 20.8 75.5 4.72 1= 
Passion 0.0 0.0 0.0 5.7 26.4 67.9 4.62 3 
Work ethic 0.0 0.0 3.8 9.4 35.8 50.9 4.34 4 
Creativity 1.9 0.0 5.7 13.2 34.0 45.3 4.21 5 
People skills 0.0 0.0 1.9 17.0 43.4 37.7 4.17 6 
Financial skills 0.0 0.0 1.9 22.6 41.5 34.0 4.08 7 
Social skills 0.0 0.0 1.9 24.5 45.3 28.3 4.00 8 
Heuristic skills 13.2 0.0 5.7 32.1 32.1 17.0 3.70 9 
 
Table 6.3 indicates the extent to which certain factors positively influence the 
entrepreneurial vision in terms of percentage responses to a range of 1 (Minor) to 5 
(Major), and MSs ranging between a minimum value of 1.00 and a maximum value 
of 5.00. MSs > 3.00 indicate that respondents‘ perceive that the extent to which 
certain related factors positively influence entrepreneurial vision is major as opposed 
to minor as in the case of a MS < 3.00. It is notable that all of the MSs > 3.00. Drive 
and determination are ranked first based upon a MS of 4.72, which indicates that 
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drive and determination are perceived to affect the entrepreneurial vision on a more 
major scale than other related factors. Passion, creativity, and work ethic, have MSs 
> 4.20 to ≤ 5.00, indicating that these factors positively influence entrepreneurial 
vision between a near major to major / major extent. People skills, financial skills, 
and heuristic skills, have MSs > 3.40 to ≤ 4.20, indicating that these factors positively 
influence entrepreneurial vision between some extent to a near major / near major 
extent. 
 
Question 2 
 
On a scale of 1 (ineffective) to 5 (highly effective), to what extent do you rate 
the effectiveness of the following strategic management factors? 
 
Table 6.4: The effectiveness of certain factors related to strategic management 
 
Factor 
Response (%) 
MS Rank 
U 
Ineffective............Highly Effective 
1 2 3 4 5 
Communication 0.0 0.0 1.9 9.4 35.8 52.8 4.40 1 
Networking 0.0 0.0 0.0 13.2 39.6 47.2 4.34 2 
Leadership 1.9 0.0 0.0 13.2 41.5 43.4 4.31 3 
Marketing 0.0 0.0 3.8 9.4 41.5 45.3 4.28 4 
Branding 0.0 0.0 3.8 24.5 37.7 34.0 4.02 5 
Governance 0.0 1.9 5.7 17.0 41.5 34.0 4.00 6 
Public relations 0.0 1.9 0.0 32.1 45.3 20.8 3.83 7 
 
Table 6.4 indicates the extent to which respondents‘ rate the effectiveness of certain 
factors related to strategic management in terms of percentage responses to a range 
of 1 (Ineffective) to 5 (Highly Effective), and MSs ranging between a minimum value 
of 1.00 and a maximum value of 5.00. MSs > 3.00 indicate that respondents‘ 
perceive that the effectiveness to which certain related factors positively influence 
strategic management is major as opposed to minor as in the case of a MS < 3.00. It 
is notable that all of the MSs > 3.00. Communication is ranked first based upon a MS 
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of 4.40, which indicates that communication is perceived to positively influence 
strategic management more than other related factors. Networking, leadership, and 
marketing, have MSs > 4.20 to ≤ 5.00, indicating that these factors affect strategic 
management between near highly effective / highly effective. Furthermore, branding, 
governance, and public relations, have MSs > 3.40 to ≤ 4.20, indicating that these 
factors affect strategic management between average to near highly effective / near 
highly effective. 
 
Question 3 
 
On a scale of 1 (minor) to 5 (major), to what extent do the following factors 
influence the project stakeholders’ interest? 
 
Table 6.5: The extent to which certain factors influence the project 
stakeholders’ interest 
 
Factor 
Response (%) 
MS Rank Minor……………………………….Major 
U 1 2 3 4 5 
Financial impact 0.0 1.9 0.0 3.8 24.5 69.8 4.60 1 
The total rand value 1.9 0.0 1.9 7.5 39.6 49.1 4.38 2 
Procedural regulations 
governing the 
development process 
1.9 0.0 1.9 18.9 39.6 37.7 4.15 3 
The projects size 0.0 0.0 3.8 18.9 47.2 30.2 4.04 4= 
Legal factors 1.9 0.0 5.7 22.6 32.1 37.7 4.04 4= 
The projects deadline 0.0 0.0 5.7 34.0 28.3 32.1 3.87 6 
The projects complexity 0.0 1.9 7.5 34.0 26.4 30.2 3.75 7 
Politics 1.9 1.9 17.0 24.5 34.0 20.8 3.56 8 
Community involvement 0.0 3.8 18.9 28.3 32.1 17.0 3.40 9 
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Table 6.5 indicates the extent to which certain factors influence the degree of the 
project stakeholders‘ interest in terms of percentage responses to a range of 1 
(Minor) to 5 (Major), and MSs ranging between a minimum value of 1.00 and a 
maximum value of 5.00. MSs > 3.00 indicate that respondents‘ perceive that the 
extent to which certain related factors influence the project stakeholders‘ interest is 
major as opposed to minor as in the case of a MS < 3.00. It is notable that all of the 
MSs > 3.00. Financial impact is ranked first based on a MS of 4.60, which indicates 
that the financial impact of the project is perceived to influence the degree of the 
project stakeholders‘ interest on a more major scale than other related factors. The 
total rand value of the project, has a MS > 4.20 to ≤ 5.00, indicating that the total 
rand value of the project affects the degree of the project stakeholders‘ interest 
between a near major to major / major extent. Furthermore, the MSs of procedural 
regulations governing the development process, the projects size, legal factors, the 
projects deadline, the projects complexity, politics, and community involvement are > 
3.40 to ≤ 4.20, indicating that these factors affect the degree of the project 
stakeholders‘ interest between some extent to a near major / near major extent. 
 
Question 4 
 
On a scale of 1 (minor) to 5 (major), to what extent do you rate the importance 
of the following professional reporting techniques? 
 
Table 6.6: The extent to which respondents’ rate the importance of certain 
professional reporting techniques 
 
Technique 
Response (%) 
MS Rank 
U 
Minor.......................Major 
1 2 3 4 5 
Cost reporting and control 0.0 0.0 0.0 3.8 37.7 58.5 4.55 1 
Final accounts 0.0 0.0 0.0 7.5 32.1 60.4 4.53 2 
Budget reporting and control 0.0 0.0 0.0 5.7 37.7 56.6 4.51 3 
Professional feasibility 
reporting 
0.0 0.0 0.0 3.8 43.4 52.8 4.49 4 
Professional viability reporting 0.0 0.0 3.8 5.7 37.7 52.8 4.40 5 
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Comparing actuals versus 
allowables 
1.9 0.0 0.0 13.2 37.7 47.2 4.35 6 
Estimating projected profits 0.0 1.9 1.9 3.8 50.9 41.5 4.28 7 
Interim reconciliation 0.0 1.9 1.9 17.0 45.3 34.0 4.08 8 
 
Table 6.6 indicates the extent to which respondents‘ rate the importance of certain 
professional reporting techniques in terms of percentage responses to a range of 1 
(Minor) to 5 (Major), and MSs ranging between a minimum value of 1.00 and a 
maximum value of 5.00. MSs > 3.00 indicate the extent to which respondents‘ rate 
the importance of certain professional reporting techniques as major as opposed to 
minor as in the case of a MS < 3.00. It is notable that all of the MSs > 3.00. Cost 
reporting and control is ranked first based on a MS of 4.55, which indicates that cost 
reporting and control is perceived by respondents to be the most important 
professional reporting technique. Final accounts, budget reporting and control, 
professional feasibility reporting, professional viability reporting, comparing actuals 
versus allowables, and estimating projected profits, have MSs > 4.20 to ≤ 5.00, 
indicating that respondents‘ perceive the importance of these professional reporting 
techniques to be between near major to major / major extent. The MS of interim 
reconciliation is > 3.40 to ≤ 4.20, which indicates that respondents‘ perceive the 
importance of interim reconciliation to be between some extent to a near major / near 
major extent. 
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Question 5 
 
On a scale of 1 (ineffective) to 5 (highly effective), to what extent do you rate 
the effectiveness of the following property development procurement 
practices? 
 
Table 6.7: The extent to which respondents’ rate the effectiveness of certain 
property development procurement practices 
 
Factor 
Response (%) 
MS Rank 
U 
Ineffective................Highly Effective 
1 2 3 4 5 
Negotiating 1.9 1.9 1.9 17.0 47.2 30.2 4.04 1 
Tendering 7.5 1.9 9.4 28.3 26.4 26.4 3.71 2 
Word of mouth 5.7 1.9 15.1 20.8 30.2 26.4 3.68 3 
Turnkey 3.8 1.9 11.3 30.2 32.1 20.8 3.61 4 
CIDB 22.6 1.9 5.7 26.4 32.1 11.3 3.59 5 
Public sector supply 
chain 
17.0 13.2 13.2 24.5 20.8 11.3 3.05 6 
  
Table 6.7 indicates the extent to which respondents‘ rate the effectiveness of certain 
property development procurement practices in terms of percentage responses to a 
range of 1 (Ineffective) to 5 (Highly Effective), and MSs ranging between a minimum 
value of 1.00 and a maximum value of 5.00. MSs > 3.00 indicate that respondents‘ 
perceive that the effectiveness of certain related property development procurement 
practices is major as opposed to minor as in the case of a MS < 3.00. It is notable 
that all of the MSs > 3.00. Negotiating is ranked first based upon a MS of 4.04, which 
indicates that respondents‘ perceive it to be the most effective property development 
procurement practice. The MSs of tendering, word of mouth, turnkey, and CIDB are 
> 3.40 to ≤ 4.20, which indicates that that their effectiveness is between effective to 
near highly effective / near highly effective. Furthermore, public sector supply chain 
has a MS > 2.60 to ≤ 3.40, which indicates that respondents‘ perceive the 
effectiveness of public supply chain to be between ineffective to effective / effective. 
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Question 6 
 
On a scale of 1 (ineffective) to 5 (highly effective), to what extent do you rate 
the effectiveness of the following forms of communication? 
 
Table 6.8: The extent to which respondents’ rate the effectiveness of the 
certain forms of communication. 
 
Factor 
Response (%) 
MS Rank 
U 
Ineffective............Highly Effective 
1 2 3 4 5 
Written 0.0 1.9 0.0 5.7 45.3 47.2 4.36 1 
E-mail 0.0 0.0 7.5 11.3 37.7 43.4 4.17 2 
Verbal 1.9 0.0 13.2 18.9 26.4 39.6 3.94 3 
Websites 0.0 0.0 13.2 24.5 30.2 32.1 3.81 4 
Telecommunication 0.0 1.9 7.5 26.4 43.4 20.8 3.74 5 
Videoconferencing 0.0 1.9 7.5 34.0 39.6 17.0 3.62 6 
Professional networks 
(LinkedIn, etc.) 
1.9 7.5 22.6 20.8 34.0 13.2 3.23 7 
Social media 
(Facebook, Twitter, 
Instagram, etc.) 
1.9 13.2 28.3 26.4 18.9 11.3 2.87 8 
 
Table 6.8 indicates the extent to which respondents‘ rate the effectiveness of the 
certain forms of communication in terms of percentage responses to a range of 1 
(Ineffective) to 5 (Highly Effective), and MSs ranging between a minimum value of 
1.00 and a maximum value of 5.00. MSs > 3.00 indicate that respondents‘ perceive 
that the effectiveness of certain forms of communication is major as opposed to 
minor as in the case of a MS < 3.00. It is notable that all of the MSs > 3.00. Written 
forms of communication is ranked first based upon a MS of 4.36, indicating that 
respondents‘ perceive written communication to be the most effective. E-mail, verbal, 
websites, telecommunication, and videoconferencing, have MSs > 3.40 to ≤ 4.20, 
which indicates that the effectiveness of these forms of communication is between 
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effective to near highly effective / highly effective. The MSs of professional networks 
and social media are > 2.60 to ≤ 3.40, which indicates that their effectiveness is 
between ineffective to effective / effective. 
 
Question 7 
 
On a scale of 1 (minor) to 5 (major), to what extent does consumer confidence 
influence the following factors? 
 
Table 6.9: The extent to which consumer confidence influences certain factors 
 
Factor 
Response (%) 
MS Rank 
U 
Minor............................Major 
1 2 3 4 5 
Pre-sales 5.7 0.0 0.0 13.2 39.6 41.5 4.30 1 
End-user finance 7.5 0.0 1.9 20.8 37.7 32.1 4.08 2 
Tenancy 1.9 0.0 1.9 24.5 43.4 28.3 4.00 3 
Post-sales 3.8 1.9 3.8 20.8 45.3 24.5 3.90 4 
The fiscal policy of the banks 1.9 0.0 3.8 28.3 41.5 24.5 3.88 5 
 
Table 6.9 indicates the extent to which consumer confidence influences certain 
factors in terms of percentage responses to a range of 1 (Minor) to 5 (Major), and 
MSs ranging between a minimum value of 1.00 and a maximum value of 5.00. MSs 
> 3.00 indicate that respondents‘ perceive that the extent to which certain related 
factors positively influence consumer confidence is major as opposed to minor as in 
the case of a MS < 3.00. It is notable that all of the MSs > 3.00. Pre-sales is ranked 
first based upon a MS of 4.30, indicating that respondents‘ perceive pre-sales to 
influence consumer confidence more than other related factors. End-user finance, 
tenancy, post-sales, and the fiscal policy of the banks, have MSs > 3.40 to ≤ 4.20, 
indicating that respondents‘ perceive these factors to positively influence consumer 
confidence between some extent to a near major / near major extent. 
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Question 8 
 
On a scale of 1 (major) to 5 (minor), to what extent do the following risks 
influence the property development process? 
 
Table 6.10: The extent to which certain risks influence the property 
development process 
 
Risk 
Response (%) 
MS Rank 
U 
Infrequently....................Frequently 
1 2 3 4 5 
Financial risks 0.0 9.4 1.9 5.7 18.9 64.2 4.26 1 
Economic risks 1.9 1.9 7.5 15.1 35.8 37.7 4.02 2 
Business risks 0.0 3.8 5.7 15.1 41.5 34.0 3.96 3 
Legal risks 0.0 1.9 13.2 18.9 39.6 26.4 3.75 4 
Political risks 1.9 5.7 7.5 22.6 34.0 28.3 3.73 5 
Personal risks 0.0 3.8 18.9 17.0 39.6 20.8 3.55 6 
 
Table 6.10 indicates the frequency at which certain risks influence the property 
development process in terms of percentage responses to a range of 1 (Infrequently) 
to 5 (Frequently), and MSs ranging between a minimum value of 1.00 and a 
maximum value of 5.00. MSs > 3.00 indicate that respondents‘ perceive that the 
extent to which certain related risks influence property development process is major 
as opposed to minor as in the case of a MS < 3.00. It is notable that all of the MSs > 
3.00. Financial risks are ranked first based upon a MS of 4.26, indicating that 
financial risks are perceived by respondents‘ to affect the property development 
process more frequently than other related risks. The MSs of economic risks, 
business risks, legal risks, political risks, and personal risks are > 3.40 to ≤ 4.20, 
which indicates that those risks affect the property development process sometimes 
to near frequent / near frequent rate. 
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Question 9 
 
On a scale of 1 (ineffective) to 5 (highly effective), to what extent do you rate 
the effectiveness of the following governance structures? 
 
Table 6.11: The extent to which respondents’ rate the effectiveness of the 
certain governance structures 
 
Structure 
Response (%) 
MS Rank 
U 
Ineffective........Highly Effective 
1 2 3 4 5 
Financial structure 5.7 1.9 1.9 7.5 49.1 34.0 4.18 1 
Procurement strategies 3.8 0.0 5.7 22.6 34.0 34.0 4.00 2 
Approach towards the 
feasibility study 
3.8 3.8 1.9 17.0 43.4 30.2 3.98 3 
Approach towards the 
viability study 
3.8 1.9 3.8 20.8 39.6 30.2 3.96 4 
Provision of information 1.9 1.9 9.4 24.5 34.0 28.3 3.79 5 
Testing of demographics 3.8 1.9 11.3 24.5 32.1 26.4 3.73 6 
Fiscal and economic 
policies 
1.9 0.0 7.5 35.8 35.8 18.9 3.67 7 
Collaborative action 5.7 1.9 9.4 24.5 45.3 13.2 3.62 8 
Actual gap analysis 3.8 3.8 7.5 34.0 34.0 17.0 3.55 9 
Incentive based 3.8 3.8 7.5 39.6 26.4 18.9 3.51 10 
Persuasion based 9.4 1.9 18.9 32.1 22.6 15.1 3.33 11 
 
Table 6.11 indicates the extent to which respondents‘ rate the effectiveness of the 
certain governance structures in terms of percentage responses to a range of 1 
(Ineffective) to 5 (Highly Effective), and MSs ranging between a minimum value of 
1.00 and a maximum value of 5.00. MSs > 3.00 indicate that respondents‘ perceive 
that the effectiveness of certain forms of governance structures is major as opposed 
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to minor as in the case of a MS < 3.00. It is notable that all of the MSs > 3.00. 
Financial structure is ranked first based upon a MS of 4.18, indicating that financial 
structure is perceived by respondents‘ to be the most effective governance structure. 
Procurement strategies, approach towards the feasibility study, provision of 
information, testing of demographics, fiscal and economic policies, collaborative 
action, actual gap analysis, incentive based, and persuasion based forms of 
governance, have MSs > 3.40 to ≥ 4.20, which indicates that the effectiveness these 
forms of governance is between effective to near highly effective / highly effective. 
 
Question 10 
 
On a scale of 1 (minor) to 5 (major), to what extent do you rate the importance 
of the following forms of specialist advice? 
 
Table 6.12: The extent to which respondents’ rate the importance of the certain 
forms of specialist advice 
 
Specialist Advice 
Response (%) 
MS Rank 
U 
Minor........................Major 
1 2 3 4 5 
Engineer 0.0 0.0 1.9 5.7 35.8 56.6 4.47 1= 
Quantity Surveyor 0.0 0.0 0.0 11.3 30.2 58.5 4.47 1= 
End-user / Potential tenant 0.0 0.0 1.9 11.3 39.6 47.2 4.32 3 
Architect 0.0 1.9 1.9 13.2 30.2 52.8 4.30 4= 
Project Manager 0.0 0.0 1.9 11.3 41.5 45.3 4.30 4= 
Legal Advisor 0.0 0.0 0.0 24.5 30.2 45.3 4.21 6 
Contractor 0.0 0.0 5.7 20.8 37.7 35.8 4.04 7 
Town Planner 0.0 3.8 3.8 20.8 32.1 39.6 4.00 8 
Financial Accountant 0.0 0.0 9.4 24.5 34.0 32.1 3.89 9 
Real Estate Expert 1.9 1.9 9.4 22.6 41.5 22.6 3.75 10= 
Land Surveyor 0.0 1.9 9.4 30.2 28.3 30.2 3.75 10= 
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Real Estate Broker 0.0 7.5 18.9 32.1 28.3 13.2 3.21 12 
Estate agent 1.9 13.2 17.0 32.1 20.8 15.1 3.08 13 
 
Table 6.12 indicates the extent to which respondents‘ rate the importance of the 
certain forms of specialist advice in terms of percentage responses to a range of 1 
(Minor) to 5 (Major), and MSs ranging between a minimum value of 1.00 and a 
maximum value of 5.00. MSs > 3.00 indicate that respondents‘ perceive that the 
importance of certain forms of specialist advice is major as opposed to minor as in 
the case of a MS < 3.00. It is notable that all of the MSs > 3.00. The engineer and 
quantity surveyor are ranked first based upon a MS of 4.47, which indicates that 
respondents‘ perceive the engineer and quantity surveyor to be the most important 
form of specialist advice. The MSs of end-user / potential tenant, architect, project 
manager, and legal adviser are > 4.20 to ≤ 5.00, indicating that respondents‘ 
perceive the importance of these forms of specialist advice to be between near major 
to major / major extent. The MSs of the contractor, town planner, financial 
accountant, real estate expert, and land surveyor are > 3.40 to ≤ 4.20, indicating that 
respondents‘ perceive the importance of these forms of specialist advice to be 
between some extent to a near major / near major extent. Real estate brokers, and 
estate agent, have MSs > 2.60 to ≥ 3.40, which indicates that respondents‘ perceive 
the importance of these forms of specialist advice to be between near minor extent 
to some extent / some extent. 
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Question 11 
 
On a scale of 1 (minor) to 5 (major), to what extent do the following factors 
influence the perceived success of new venture property development 
projects? 
 
Table 6.13: The extent to which certain factors influence the perceived success 
of new venture property development projects 
 
Factor 
Response (%) 
MS Rank 
U 
Minor.......................Major 
1 2 3 4 5 
Property development markets and 
consumer confidence 
1.9 0.0 0.0 13.2 37.7 47.2 4.35 1 
Professional feasibility and viability 
Reporting 
1.9 1.9 0.0 13.2 37.7 45.3 4.27 2= 
Risk management 1.9 0.0 1.9 5.7 54.7 35.8 4.27 2= 
Effective communication 0.0 1.9 1.9 15.1 47.2 34.0 4.09 4= 
Specialist advice 0.0 0.0 5.7 18.9 35.8 39.6 4.09 4= 
Entrepreneurial vision 1.9 0.0 7.5 11.3 47.2 32.1 4.06 6 
Strategic management practices 1.9 1.9 3.8 18.9 41.5 32.1 4.00 7= 
The degree of stakeholders‘ 
interest 
0.0 0.0 1.9 24.5 45.3 28.3 4.00 7= 
Governance structures 0.0 0.0 7.5 22.6 39.6 30.2 3.92 9 
Effective procurement practices 0.0 1.9 5.7 22.6 47.2 22.6 3.83 10 
 
Table 6.13 indicates the extent to which certain factors influence the perceived 
success of new venture property development projects in terms of percentage 
responses to a range of 1 (Minor) to 5 (Major), and MSs ranging between a minimum 
value of 1.00 and a maximum value of 5.00. MSs > 3.00 indicate that respondents‘ 
perceive that the extent to which certain factors positively influence the perceived 
success of new venture property development projects is major as opposed to minor 
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as in the case of a MS < 3.00. It is notable that all of the MSs > 3.00. Property 
development markets and consumer confidence is ranked first based upon a MS of 
4.35, which indicates that respondents‘ perceive property development markets and 
consumer confidence to positively influence the perceived success of new venture 
property development projects on a more major scale than the other related factors. 
Professional feasibility and viability reporting, and risk management, have MSs > 
4.20 to ≤ 5.00, indicating that respondents perceive them to positively influence the 
perceived success of new venture property development projects between near 
major to major / major extent.  
The MSs of effective communication, specialist advice, entrepreneurial vision, 
strategic management practices, the degree of stakeholders‘ interest, governance 
structures, and effective procurement practices are > 3.40 to ≤ 4.20, indicating that 
respondents perceive these factors to positively influence the perceived success of 
new venture property development projects between some extent to near major / 
near major extent. 
 
Question 12 
 
On a scale of 1 (simple) to 5 (highly complex), how would you rate the 
complexity of the property development process? 
 
Table 6.14: Respondents’ rating of the complexity of the property development 
process 
 
Response (%) 
MS 
U 
Simple..........................................................Highly Complex 
1 2 3 4 5 
1.9 0.0 0.0 22.6 41.5 34.0 
4.12 
 
Table 6.14 indicates the respondents‘ rating of the complexity of the property 
development process in terms of percentage responses to a range of 1 (Simple) to 5 
(Highly Complex), and MSs ranging between a minimum value of 1.00 and a 
maximum value of 5.00. Given that the MS > 3.00 the respondents‘ can be deemed 
to perceive that the process of developing property is complex. The MS of 4.12 is > 
3.40 to ≤ 4.20, furthermore, respondents‘ perceive the property development process 
to be between complex to near highly complex / near highly complex. 
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Question 13 
 
On a scale of 1 (minor) to 5 (major), how would you rate the nature of the risks 
associated with the property development process? 
 
Table 6.15: Respondents’ rating the nature of the risks associated with the 
property development process 
 
Response (%) 
MS 
U 
Minor..............................................................................Major 
1 2 3 4 5 
0.0 0.0 3.8 13.2 45.3 37.7 
4.17 
 
Table 6.15 indicates the respondents‘ rating of the nature of the risks associated with 
the property development process in terms of percentage responses to a range of 1 
(Minor) to 5 (Major), and MSs ranging between a minimum value of 1.00 and a 
maximum value of 5.00. The MS of the respondents‘ rating of nature of the risks 
associated with the property development process is > 3.40 to ≤ 4.20, which 
indicates that the nature of risks involved are between some extent to a near major / 
near major extent. Given that the MS > 3.00, it can be deemed that respondents‘ 
perceive the nature of the risks associated with the property development process to 
be major as opposed to minor. 
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Question 14 
 
On a scale of 1 (strongly disagree) to 5 (strongly agree), indicate to what extent 
you agree or disagree with the statement ‘Numerous property development 
entrepreneurs lack the skills and expertise to effectively manage their 
business enterprises and the associated risks from project inception to 
completion, and commissioning’.  
 
Table 6.16: The extent to which respondents’ agree with the statement 
‘Numerous property development entrepreneurs lack the skills and expertise 
to effectively manage their business enterprises and the associated risks from 
project inception to completion, and commissioning’. 
 
Response (%) 
MS 
U 
Strongly Disagree............................................Strongly Agree 
1 2 3 4 5 
3.8 1.9 15.1 26.4 35.8 17.0 
3.53 
 
Table 6.16 indicates the extent to which respondents‘ agree with the statement 
‗Numerous property development entrepreneurs lack the skills and expertise to 
effectively manage their business enterprises and the associated risks from project 
inception to completion, and commissioning‘ in terms of percentage responses to a 
range of 1 (Strongly Disagree) to 5 (Strongly Agree), and MSs ranging between a 
minimum value of 1.00 and a maximum value of 5.00. The MS of 3.53 is > 3.40 to ≤ 
4.20, therefore, the occurrence can be deemed to be between neural to agree / 
agree. However, it should be noted that 3.53 is marginally above the lower end of the 
range, namely 3.40. Given that the MS > 3.00, the respondents can be deemed to 
agree as opposed to disagree with the statement. 
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Question 15 
 
On a scale of 1 (strongly disagree) to 5 (strongly agree), indicate to what extent 
you agree or disagree with the statement ‘There is a positive relationship 
between implementing the Project Management Body of Knowledge and the 
Perceived Success of New Venture Property Development Projects’. 
 
Table 6.17: The extent to which respondents’ agree with the statement ‘There 
is a positive relationship between implementing the Project Management Body 
of Knowledge and the Perceived Success of New Venture Property 
Development Projects’. 
 
Response (%) 
MS 
U 
Strongly Disagree............................................Strongly Agree 
1 2 3 4 5 
5.7 1.9 3.8 24.5 45.3 18.9 
3.80 
 
Table 6.17 indicates the extent to which respondents‘ agree with the statement 
‗There is a positive relationship between implementing the Project Management 
Body of Knowledge and the Perceived Success of New Venture Property 
Development Projects‘ in terms of percentage responses to a range of 1 (Strongly 
Disagree) to 5 (Strongly Agree), and MSs ranging between a minimum value of 1.00 
and a maximum value of 5.00. The MS of 3.80 is > 3.40 to ≤ 4.20, therefore, the 
occurrence can be deemed to be between neural to agree / agree. However, it 
should be noted that 3.80 is marginally below the upper end of the range, namely 
4.20. Given that the MS > 3.00, the respondents can be deemed to agree as 
opposed to disagree with the statement. 
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Question 16 
 
Do you have any comments in general regarding the perceived success of new 
venture property development projects? 
 
The following are the general comments made by respondents, which have been 
recorded verbatim: 
―Property development sounds exciting and attractive however, a three year diploma 
relative to the subjects related to property development is highly recommended.‖ 
―The most important ingredient to any new development is upfront risk analysis and 
the identification of the methods of treating the risks. Without this, new developments 
will ultimately experience inefficiencies and could possibly fail leading to a loss of 
profit for all stakeholders. A successful project is one where profit is realised for all 
stakeholders, thus a loss of profit can be seen as a project failure.‖ 
―If new venture property development projects are planned well but are not 
financially viable, there is no reason to commence with the development.‖ 
―Low levels of preplanning (viability, feasibility, and market research) have resulted in 
major disasters and failures in the past. The question that property developers 
should ask is: we know how to build, but do we know how to build the right 
development, for the right price, and for the right client?‖ 
―The purpose of the real estate development must be clearly defined in line with the 
feasibility and viability of the project.‖ 
―The knowledge related to the process of property development, the market, and the 
strategic entrepreneurial flair of the entrepreneur is positively associated with the 
success of new venture property development projects.‖ 
―The success of new venture property development projects is dependent on 
cohesion between a multi-disciplinary team that complements each other in pursuit 
of the broader goal.‖ 
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―I hope that this survey will help enlighten the financial & government sectors 
regarding the needs of new venture property development entrepreneurs, thank 
you!‖ 
―Often Developments are undertaken largely because someone wants to undertake 
a development because of all the money they think they will make and many other 
factors are overlooked such as social & environmental impact. The real demand for 
the product and supply factors must be identified.‖ 
―1. Do accurate research. 2. Surround yourself with experts in all fields. 3. Ensure 
you can finance the project if letting / sales do not meet budget.‖ 
―A professional approach is crucial!‖ 
―Property developments require a significant amount of effort and the process needs 
to be relentlessly driven. Developers require an unwavering vision and total 
commitment.‖ 
―The perceived success of new venture property development projects is directly 
related to the percentage of financial involvement of the promoters.‖ 
―The most important thing is to have the right professionals to make a development 
work. With the right Professionals most objectives and hurdles can be overcome.‖ 
―Market demographics and nodal analysis is vital!‖ 
―The success of new venture property development projects is heavily dependent on 
favourable economic conditions or alternatively a very sensible value proposition for 
tenants or purchasers.‖ 
―It's not only about making the money, it must be balanced with a sustainable 
approach from start to end of construction and then into the developments life.‖ 
―New developments are creating jobs to jobless and property development is 
boosting the economy.‖ 
―Available brilliant entrepreneurial ideas lack funding and support from experienced 
property developers and financial institutions even from the government.‖ 
165 
 
 
―Once the opportunity has been identified and the end user procured, the profit lies in 
the mitigation of risk.‖ 
―To succeed as a property developer you have to recognise potentially lucrative 
opportunities and predict market trends.‖ 
―New projects are generally perceived to be riskier, as there are usually more 
unknowns in the equation, and the unknown is prone to bring with it some risks.‖ 
  
166 
 
 
6.3 The testing of the hypotheses 
 
Statement of the problem: ‗Property development is a complex process and 
considered to be ‗too risky‘ (Mollard, 2010:1-4). Property development 
entrepreneurs therefore lack the skills and expertise to effectively manage their 
business enterprises and the associated risks from project inception to 
completion, and commissioning (Dominy, 2001: 17)‘. 
 
6.3.1 Introduction 
 
The reviews of the related literature together with the empirical findings of the 
research survey were used to test the twelve (12) hypotheses. Furthermore, this 
section aims to test whether the twelve (12) hypotheses are supported or not 
supported by the empirical research and reviewed literature. 
 
6.3.2 Hypothesis One: There is a positive relationship between the Entrepreneurial 
Vision and the Perceived Success of New Venture Property Development 
Projects. 
 
Sub-problem 1: Property development entrepreneurs fail to develop their 
entrepreneurial vision. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
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 Respondents‘ perceive entrepreneurial vision to positively influence the 
perceived success of new venture property development projects between 
some extent to near major / near major extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.3: 
 Respondents indicate that drive, determination, passion, creativity, and work 
ethic positively influence entrepreneurial vision between a near major to major 
/ major extent, and 
 People skills, financial skills, and heuristic skills are perceived by respondents‘ 
to positively influence entrepreneurial vision between some extent to a near 
major / near major extent. 
 
This hypothesis is partially supported by the literature: 
 Entrepreneurial vision relates to the nature of entrepreneurship which includes 
innovation, organisation creation, creating value, growth, and uniqueness 
(Carton et al., 2004: 3); 
 Carton et al. (2004: 8) suggest that the traits most frequently cited as being 
characteristic of entrepreneurs include the desire for independence, locus of 
control, creativity, risk taking propensity, need for achievement, and credible 
role models; 
 Furthermore, Carton et al. (2004: 8) suggest that the characteristics that are 
significant include managerial experience, start-up experience, management 
team experience, knowledge, skills and abilities, and experience in the line of 
business, and 
 The property developer is the entrepreneur that combines land, labour, and 
capital to make a profit by creating a finished product whose value is greater 
than the costs of the component inputs (Norton, 2002; Walker, 2000; Botha, 
2013: 53). 
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6.3.3 Hypothesis Two: There is a positive relationship between the use of Strategic 
Management and the Perceived Success of New Venture Property 
Development Projects. 
 
Sub-problem 2: Property development entrepreneurs do not implement effective 
strategic management practices. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
 Respondents‘ perceive strategic management to positively influence the 
perceived success of new venture property development projects between 
some extent to near major / near major extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.4: 
 Respondents‘ perceive communication, networking, leadership, and 
marketing to affect strategic management between near highly effective / 
highly effective, and 
 Branding, governance, and public relations affect strategic management 
between average to near highly effective / near highly effective. 
 
This hypothesis is partially supported by the literature: 
 Success depends on skilfully leading and synthesising knowledge work, which 
consists of creating and using concepts to select, analyse and organise ideas 
and data into decisions, ultimately resulting in useful products and services 
(Zand, 2010: 25). 
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6.3.4 Hypothesis Three: There is a positive relationship between the extent of the 
Stakeholders Interest and the Perceived Success of New Venture Property 
Development Projects. 
 
Sub-problem 3: Property development entrepreneurs do not consider the extent of 
the stakeholder‘s interest. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
 Respondents‘ perceive that the degree to which the stakeholders interests 
positively influence the perceived success of new venture property 
development projects is between some extent to near major / near major 
extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.5: 
 Financial impact and the total rand value of the project affects the degree of 
the project stakeholders‘ interest between a near major to major / major 
extent, and 
  Respondents‘ perceive procedural regulations governing the development 
process, the projects size, legal factors, the projects deadline, the projects 
complexity, politics, and community involvement to affect the degree of the 
project stakeholders‘ interest between some extent to a near major / near 
major extent. 
 
This hypothesis is partially supported by the literature: 
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 Internal stakeholders are formally related to the property development project 
while external stakeholders affect the project in some way (Malmelin, 2007: 
3007), and 
 Furthermore, stakeholders may affect the property development project 
directly or indirectly (Malmelin, 2007: 3007). 
 
6.3.5 Hypothesis Four: There is a positive relationship between the implementation 
of Professional Feasibility and Viability Reporting and the Perceived Success 
of New Venture Property Development Projects. 
 
Sub-problem 4: Property development entrepreneurs do not conduct professional 
feasibility and viability reporting. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
 Respondents‘ perceive professional feasibility and viability reporting to 
positively influence the perceived success of new venture property 
development projects between near major to major / major extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.6: 
 Respondents‘ perceive cost reporting and control to be the most essential 
professional reporting technique;  
 The importance of final accounts, budget reporting and control, professional 
feasibility reporting, professional viability reporting, comparing actuals versus 
allowables, and estimating projected profits are between near major to major / 
major extent, and 
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 The MS of interim reconciliation is > 3.00, which indicates that the extent to 
which respondents‘ perceive the importance of interim reconciliation is major 
as opposed to minor. 
 
This hypothesis is partially supported by the literature: 
 Botha (2013: 120) suggests that the feasibility study is an analytical 
instrument which evaluates the possible success of a property development 
project already in the planning stage of the process; 
 Feasibility studies objectively and rationally uncover strengths and 
weaknesses of a proposed property development and ultimately the prospects 
of perceived success of the property development (Botha, 2013: 255), and 
 Viability refers to all of the factors influencing the perceived success of the 
proposed property development (Botha, 2013: 355). 
 
6.3.6 Hypothesis Five: There is a positive relationship between Procurement and 
the Perceived Success of New Venture Property Development Projects. 
 
Sub-problem 5: Property development entrepreneurs do not utilise effective 
procurement practices. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
 Respondents‘ perceive effective procurement practices to positively influence 
the perceived success of new venture property development projects between 
some extent to near major / near major extent. 
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This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.7: 
 Respondents‘ perceive negotiating is to be the most effective property 
development procurement practice; 
 The effectiveness of tendering, word of mouth, turnkey, and CIDB is between 
effective to near highly effective / near highly effective, and 
 The MS of public sector supply chain is > 3.00, which indicates that 
respondents perceive public sector supply chain to be effective as opposed to 
ineffective. 
 
This hypothesis is partially supported by the literature: 
 Procurement is an organisational system that assigns specific roles and 
responsibilities to stakeholders, and defines the relationship between different 
elements associated with the projects (Oyegoke, et al., 2009: 343), and 
 Project procurement establishes the contractual framework which determines 
the relationship between project stakeholders for the duration of the projects 
(Oyegoke, et al., 2009: 343). 
 
6.3.7 Hypothesis Six: There is a positive relationship between effective 
Communication and the Perceived Success of New Venture Property 
Development Projects. 
 
Sub-problem 6: Property developers do not communicate with project stakeholders. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
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 Respondents‘ perceive effective communication to positively influence the 
perceived success of new venture property development projects between 
some extent to near major / near major extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.8: 
 Respondents‘ perceive written forms of communication to be the most 
effective;  
 The effectiveness of e-mail, verbal, websites, telecommunication, and 
videoconferencing according to respondents‘ is between effective to near 
highly effective / highly effective, and 
 Respondents‘ perceive professional networks and social media to be between 
ineffective to effective / effective. 
 
This hypothesis is partially supported by the literature: 
 Communication is crucial to business survival because every contact with 
customers and stakeholders reflects upon the company‘s brand and 
reputation (Malmein, 2007: 304), and 
 Communication is an integral part of the design and development process (Liu 
et al., 2011: 51). 
 
6.3.8 Hypothesis Seven: There is a positive relationship between the existence of 
Consumer Confidence and the Perceived Success of New Venture Property 
Development Projects. 
 
Sub-problem 7: Property development entrepreneurs lack the experience to interpret 
markets and consumer confidence. 
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This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
 Respondents‘ perceive property development markets and consumer 
confidence to positively influence the perceived success of new venture 
property development projects between near major to major / major extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.9: 
 Respondents‘ perceive pre-sales to influence consumer confidence more than 
other related factors, and 
 End-user finance, tenancy, post-sales, and the fiscal policy of the banks 
positively influence consumer confidence between some extent to a near 
major / near major extent. 
 
This hypothesis is partially supported by the literature: 
 The tendency of optimistic behaviour to reinforce itself builds confidence for 
the players in the market place and creates feedback processes that generate 
higher expectations about the future (Wyman et al., 2011: 343), and 
 The success of any modern business today depends increasingly on what 
customers and stakeholders think about the company and what it is doing 
(Malmein, 2007: 298). 
 
6.3.9 Hypothesis Eight: There is a positive relationship between the use of Risk 
Management measures and the Perceived Success of New Venture Property 
Development Projects. 
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Sub-problem 8: There are numerous risks involved in Property Development. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
 Respondents‘ perceive risk management to positively influence the perceived 
success of new venture property development projects between near major to 
major / major extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.10: 
 Financial risks are perceived by respondents‘ to affect the property 
development process more frequently than other related risks, and 
 Respondents‘ perceive economic risks, business risks, legal risks, political 
risks, and personal risks to affect the property development process 
sometimes to near frequent / near frequent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.15: 
 The nature of risks involved in the process of developing property is between 
some extent to a near major / near major extent, and 
 The MS > 3.00, indicates that respondents‘ perceive the nature of the risks 
associated with the property development process to be major as opposed to 
minor. 
 
This hypothesis is partially supported by the literature: 
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 Khumpaisal et al. (2010: 152) suggest that property development has its own 
risks, particularly in relation to the decision-making process for a new venture 
property development project; 
 Property development is popularly perceived as ‗risky‘ however, risk taking is 
necessary for profit and economic progress (Fisher et al., 2006: 135); 
 Furthermore, property development entrepreneurs have opportunities to 
manage the risks they face during the property development process (Fisher 
et al., 2006: 135), and 
 Risk management entails the holistic management of all the risks associated 
with the new venture property development projects (Both, 2013; 348). 
 
6.3.10 Hypothesis Nine: There is a positive relationship between good Governance 
Structures and the Perceived Success of New Venture Property Development 
Projects. 
 
Sub-problem 9: Property development entrepreneurs do not set up effective 
governance structures. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
 Respondents‘ perceive effective governance structures to positively influence 
the perceived success of new venture property development projects between 
some extent to near major / near major extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.11: 
 Financial structure is perceived by respondents‘ to be the most effective 
governance structure; 
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 Respondents‘ perceive the effectiveness of procurement strategies, approach 
towards the feasibility study, provision of information, testing of demographics, 
fiscal and economic policies, collaborative action, actual gap analysis, 
incentive based, and persuasion based forms of governance to be between 
effective to near highly effective / highly effective. 
 
This hypothesis is partially supported by the literature: 
 Corporate governance is the set of rules that not only ensures efficient 
management and leadership but also corporate control (Schulte et al., 2006: 
3); 
 A governance structure can be developed as a result of specifying the rights 
and responsibilities of project stakeholders‘ and outlining the company‘s 
objectives and the means of attaining those objectives (Schulte et al., 2006: 
3), and 
 Governance is the power inherent in bringing stakeholders together to 
achieve an objective and considering how to engage stakeholders in 
collective action (Botha, 2013: 93). 
 
6.3.11 Hypothesis 10: There is a positive relationship between obtaining Specialist 
Advice and the Perceived Success of New Venture Property Development 
Projects. 
 
Sub-problem 10: Property development entrepreneurs do not seek specialist advice. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
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 Respondents‘ perceive specialist advice to positively influence the perceived 
success of new venture property development projects between some extent 
to near major / near major extent. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.12: 
 The engineer and quantity surveyor are perceived by respondents to be the 
most important form of specialist advice; 
 Respondents‘ perceive the importance of the end-user / potential tenant, 
architect, project manager, and legal adviser to be between near major to 
major / major extent; 
 The importance of the contractor, town planner, financial accountant, real 
estate expert, and land surveyor is between some extent to a near major / 
near major extent, and 
 The MSs of the real estate broker and estate agent are > 3.00, which 
indicates that respondents‘ perceive the importance of these forms of 
specialist advice to be major as opposed to minor. 
 
This hypothesis is partially supported by the literature: 
 Botha (2013: 351) suggests that the property development process is 
complex and most developers do not have all the skills to adequately deal 
with a major development; 
 Therefore, property developers require mentors with substantive advice 
(Botha, 2013: 350); 
 There are various benefits for property developers to be associated with 
specialist adviser (Botha, 2013: 350), and 
 Botha (2013: 82-83) suggests that these benefits include the engendering of 
accountability, guidance with respect to decisions, guidance with respect to 
the right direction, advice with respect to the next step, source of motivation, 
and moral support. 
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6.3.12 Hypothesis Eleven: There is a positive relationship between the 
Entrepreneurial Framework and the Perceived Success of New Venture 
Property Development Projects. 
 
Sub-problem 11: New venture property developments fail. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.13: 
 The empirical findings suggest that respondents perceive property 
development markets and consumer confidence, professional feasibility and 
viability reporting, risk management, effective communication, specialist 
advice, entrepreneurial vision, strategic management, the degree of 
stakeholders‘ interest, governance structures, and effective procurement 
practices to positively influence the perceived success of new venture 
property development projects. Consequently, supporting the positive 
relationship between the entrepreneurial framework and the perceived 
success of new venture property development projects. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.14: 
 Respondents‘ perceive the property development process to be between 
complex to near highly complex / near highly complex, and 
 The MS of the respondents‘ rating of the complexity of the property 
development process is > 3.00, which indicates that the respondents‘ perceive 
the process of developing property to be complex. 
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This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.16: 
 Given that the MS of the statement ‗numerous property development 
entrepreneurs lack the skills and expertise to effectively manage their 
business enterprises and the associated risks from project inception to 
completion, and commissioning‘ is > 3.00, the respondents can be deemed to 
agree as opposed to disagree. 
 
6.3.13 Hypothesis Twelve: There is a positive relationship between implementing 
The Project Management Body of Knowledge and the Perceived Success of 
New Venture Property Development Projects 
 
Sub-problem 12: Property development entrepreneurs do not utilise the Project 
Management Body of Knowledge. 
 
This hypothesis is partially supported by the following empirical findings reflected in 
Table 6.17: 
 Given that the MS of the statement ‗there is a positive relationship between 
implementing the project management body of knowledge and the perceived 
success of new venture property development projects‘ is > 3.00, the 
respondents‘ can be deemed to agree as opposed to disagree. 
  
This hypothesis is partially supported by the literature: 
 Chou et al. (2012: 47) suggest that effective project management is essential 
in the built environment and identifying efficient approaches is crucial for 
project success; 
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 A Guide to the Project Management Body of Knowledge (PMBOK) was 
developed to improve project outcomes namely, performance, satisfaction, 
and project success (PMI, 2008; Chou et al., 2012: 47); 
 The Project Management Institute (2013: 2) suggest that project management 
may have a significant impact on project success, and 
 The application of the PMBOK Guide and identified knowledge, skills, tools, 
and techniques may enhance the project success (PMI, 2013: 2). 
 
6.4 The presentation of the empirical framework 
 
The empirical framework will be presented graphically according to the factor loading 
of the variables MSs. According to the research results and the testing of the 
hypotheses, all variables have a positive influence on the perceived success of new 
venture property developments. However, variables with MSs < 3.80 are not 
perceived to have a direct relationship with the project management body of 
knowledge. Furthermore, variables will be presented based on factor loading of the 
MSs relative to the dependent variable namely, the perceived success of new 
venture property development projects. 
 
6.4.1 Entrepreneurial Vision 
 
The empirical findings suggest that drive, determination, passion, work ethic, 
creativity, people skills, financial skills, and social skills have MSs > 3.80, which 
groups these sub-variables under the variable entrepreneurial vision. Heuristic skills 
have a MS < 3.80, indicating that a new variable has been formed separate from 
entrepreneurial vision. 
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6.4.2 Strategic Management 
 
The empirical findings suggest that communication, networking, leadership, 
marketing, branding, governance, and public relations have MSs > 3.80, which 
groups these sub-variables under the variable strategic management. 
 
6.4.3 Stakeholders Interest 
 
The empirical findings suggest that financial impact, the total rand value, procedural 
regulations governing the development process, the projects size, legal factors, and 
the projects deadline have MSs > 3.80, which groups these sub-variables under the 
variable stakeholders‘ interest. The projects complexity, politics, and community 
involvement have MSs < 3.80, indicating that a new variable namely, project 
community and political interest has been formed separate from stakeholders‘ 
interest. 
 
6.4.4 Professional Reporting 
 
The empirical findings suggest that cost reporting and control, final accounts, budget 
reporting and control, professional feasibility reporting, professional viability 
reporting, comparing actual versus allowable, estimating projected profits, and 
interim reconciliation have MSs > 3.80, which groups these sub-variables under the 
variable professional reporting. 
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6.4.5 Procurement 
 
The empirical findings suggest that negotiating has a MS > 3.80, indicating that a 
new variable namely, negotiating has been formed separate from stakeholders‘ 
interest. Tendering, word of mouth, turnkey, CIDB, and public sector supply chain 
have MSs < 3.80, which groups these sub-variables under the variable procurement. 
 
6.4.6 Communication 
 
Two new variables have been developed based on the empirical findings.The 
empirical findings suggest that written, e-mail, verbal, and websites have MS > 3.80, 
whereby grouping these sub-variables under the variable new conventional 
communication. Telecommunication, video conferencing, professional networks, and 
social media have MSs < 3.80, whereby grouping these sub-variables under the new 
variable innovative communication. 
 
6.4.7 Consumer Confidence 
 
The empirical findings suggest that pre-sales, end-user finance, tenancy, post-sales, 
and the fiscal policy of the bank have MSs > 3.80, which groups these sub-variables 
under the variable consumer confidence. 
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6.4.8 Risk and Risk Management 
 
Two new variables have been developed based on the empirical findings. The 
empirical findings suggest that financial risks, and economic risks have MS > 3.80, 
whereby grouping these sub-variables under the new variable business risk. Legal 
risks, political risks, and personal risks have MSs < 3.80, whereby grouping these 
sub-variables under the new variable secondary risk. 
 
6.4.9 Governance Structures 
 
Two new variables have been developed based on the empirical findings. The 
empirical findings suggest that financial structure, procurement strategies, approach 
towards the feasibility study, and the approach towards the viability study have MS > 
3.80, whereby grouping these sub-variables under the new variable macro 
governance. Provision of information, testing of demographics, fiscal and economic 
policies, collaborative action, actual gap analysis, incentive based, and persuasion 
based have MSs < 3.80, whereby grouping these sub-variables under the new 
variable micro governance. 
 
6.4.10 Specialist Advice 
 
Two new variables have been developed based on the empirical findings. The 
empirical findings suggest that the engineer, quantity surveyor, end-user / potential 
tenant, architect, project manager, legal advisor, contractor, town planner, and 
financial accountant have MS > 3.80, whereby grouping these sub-variables under 
the new variable professional consultants. Real estate expert, land surveyor, real 
estate broker, and estate agent have MSs < 3.80, whereby grouping these sub-
variables under the new variable specialist advisors. 
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6.4.11 The empirical framework 
FIGURE 6.6: AN ENTREPRENEURIAL FRAMEWORK FOR NEW VENTURE 
PROPERTY DEVELOPMENT PROJECTS 
 
(Source: Researchers Construction) 
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The following variables have a positive influence the perceived success of new 
venture property development projects which is supported by the PMBOK: 
 Negotiating; 
 Macro governance; 
 Consumer confidence; 
 Business risk; 
 Entrepreneurial vision; 
 Stakeholders‘ interest; 
 Risk management; 
 Professional reporting; 
 Conventional communication; 
 Professional consultants, and 
 Strategic management. 
 
However, the following variables have a positive influence on the perceived success 
of new venture property development projects which is unsupported by the PMBOK: 
 Micro governance; 
 Heuristic skills; 
 Secondary risk; 
 Procurement; 
 Specialist advisors; 
 Project community and political interests, and 
 Innovative communication. 
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6.5 Conclusion 
 
Chapter 6 provided a detailed description and analysis of the empirical results of this 
study. Specific reference was given to the research findings, the testing of the 
hypotheses, and the presentation of the empirical framework which was structured 
according to the empirical findings. In the next chapter, a summary of the salient 
findings will be presented, the conclusions and recommendations of the study will be 
presented, and recommendations for the future success of property development will 
be presented. 
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CHAPTER SEVEN: SUMMARY, CONCLUSIONS AND RECOMMENDATIONS 
 
7.1 Introduction 
 
The final chapter provides an overview of the research study and the most significant 
findings are highlighted and discussed, based on the empirical findings presented in 
Chapter 6. Finally, the conclusions of this study are highlighted in conjunction with 
the review of the literature and empirical findings. The recommendations for further 
research are also suggested. 
 
7.2 Summary 
 
The aims and objectives of this study entitled ‗An entrepreneurial framework for new 
venture property development projects‘ were to: 
 Provide inexperienced entrepreneurs with the framework for property 
development; 
 Educate property developers and identify the skills and expertise required to 
effectively manage a project and its related risks; 
 Identify the associated financial requirements as well as technical and 
intellectual abilities necessary when developing property; 
 Reduce the delays to which inexperienced property developers are exposed; 
 Develop a synopsis which will provide an understanding of property 
development; 
 Provide property developers with a basic understanding of the contractual 
documentation involved in property development; 
 Identify the risks involved in property development; 
 Identify the Project Management Body of Knowledge (PMBOK) relative to 
property development; 
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 To identify the distinct roles of the property development entrepreneur as well 
as the Project Manager (PM) within the scope of property development 
projects, and 
 To test the entrepreneurial framework empirically. 
 
A descriptive survey was conducted among persons registered with the South 
African Property Owners Association (SAPOA) and property development 
practitioners within South Africa. This was done in the form of a self-administered 
questionnaire, which consisted of two sections. Section A: Personal Information 
consisted of 5 questions aimed at obtaining general information related to the 
respondents‘ and Section B: Assessment of the Entrepreneurial Framework for New 
Venture Property Development Projects consisted of 15 five-point Likert type 
questions and 1 open-ended question which addressed the statement of the 
problem, the sub-problems and hypotheses. 
 
The research questionnaires were distributed to the sample population via e-mail. 
Responses were returned via e-mail, and by hand. The sample consisted of 209 
identified respondents, of which 53 completed and returned questionnaires, which 
equates to a response rate of 25%. 
 
A summary of the salient findings suggest that the following variables positively 
influence the perceived success of new venture property development projects: 
 Entrepreneurial vision; 
 Strategic management; 
 The degree of stakeholders interests; 
 Professional feasibility and viability reporting; 
 Effective procurement practices; 
 Effective communication; 
 Consumer confidence; 
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 Risk management; 
 Effective governance structures; 
 Specialist advice; 
 The Entrepreneurial Framework, and 
 The Project Management Body of Knowledge (PMBOK). 
 
7.3 Conclusions 
 
Due to the nature and complexity of property development, property developers are 
exposed to numerous risks. Furthermore, inexperienced property developers lack 
the skills and expertise to effectively manage their business enterprises and the 
associated risks from project inception to completion, and commissioning. Research 
has shown that entrepreneurship, project management, and risk management form 
an integral part of the property development process. Furthermore, the findings of 
this study suggest that there is a positive relationship between the independent 
variables, and the perceived success of new venture property development projects.  
 
In an effort towards achieving the perceived success of new venture property 
development projects the following parameters must be addressed; PMBOK, 
negotiating, macro governance, consumer confidence, business risk, entrepreneurial 
vision, stakeholders‘ interest, risk management, professional reporting, conventional 
communication, professional consultants, and strategic management. Furthermore, 
micro governance, heuristic skills, secondary risk, procurement, specialist advisors, 
project community and political interests, and innovative communication should form 
an integral part of the development process. Consequently, the entrepreneurial 
framework should serve as a guideline for inexperienced property development 
entrepreneurs. 
 
  
191 
 
 
7.4 Recommendations 
 
7.4.1 Entrepreneurial Vision 
 
The literature suggests that there is a direct relationship between entrepreneurship 
and property development. In fact, entrepreneurs and property developers possess 
similar traits and skill sets. Furthermore, the empirical framework suggests that there 
is a positive relationship between entrepreneurial vision and the perceived success 
of new venture property development projects which is supported by the introduction 
of the PMBOK.  
 
As a result property development entrepreneurs should consider entrepreneurial 
vision to include: 
 Drive; 
 Determination; 
 Passion; 
 Work ethic, 
 Creativity; 
 People skills; 
 Financial skills, and  
 Social skills.  
 
Furthermore, there is a positive relationship between heuristic skills and the 
perceived success of new venture property development projects. However, heuristic 
skills are not supported by PMBOK. 
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7.4.2 Strategic Management 
 
The empirical framework suggests that there is a positive relationship between 
strategic management and the perceived success of new venture property 
development projects which is supported by the PMBOK.  
 
As a result property development entrepreneurs should address the following under 
strategic management:  
 Communication; 
 Networking; 
 Leadership;  
 Marketing; 
 Branding; 
 Governance, and  
 Public Relations. 
 
7.4.3 Stakeholders‘ Interest 
 
The empirical framework suggests that there is a positive relationship between 
stakeholders‘ interest and the perceived success of new venture property 
development projects which is supported by the introduction of the PMBOK. As a 
result property development entrepreneurs should consider the following under 
stakeholders‘ interest: 
 Financial impact;  
 The total rand value;  
 Procedural regulations governing the development process;  
 The projects size;  
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 Legal factors, and  
 The projects deadline.  
 
However, the projects complexity, politics, and community involvement are not 
supported by the PMBOK and are presented separate from stakeholders‘ interest 
under the heading project community and political interests. 
 
7.4.4 Professional Reporting 
 
The empirical framework suggests that there is a positive relationship between 
professional reporting and the perceived success of new venture property 
development projects which is supported by the introduction of the PMBOK. As a 
result property development entrepreneurs should consider the following to be 
included under professional reporting: 
 Cost reporting and control; 
 Final accounts; 
 Budget reporting and control;  
 Professional feasibility reporting;  
 Professional viability reporting; 
 Comparing actual versus allowable; 
 Estimating projected profits, and 
 Interim reconciliation. 
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7.4.5 Procurement 
 
The empirical framework suggests that there is a positive relationship between 
negotiating and the perceived success of new venture property development projects 
which is supported by the introduction of the PMBOK. However, procurement is not 
supported by the PMBOK and as a result property development entrepreneurs 
should consider the following to be included under procurement: 
 Tendering; 
 Word of mouth; 
 Turnkey; 
 CIDB, and  
 Public sector supply chain. 
 
7.4.6 Communication 
 
The empirical framework suggests that there is a positive relationship between 
conventional communication and innovative communication, and the perceived 
success of new venture property development projects. However, conventional 
communication is supported by the PMBOK and innovative communication is 
unsupported by the PMBOK.  
 
As a result property development entrepreneurs should consider the following to be 
included under conventional communication: 
 Written;  
 E-mail;  
 Verbal, and  
 Websites 
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Furthermore, property development entrepreneurs should consider the following to 
be included under innovative communication 
 Telecommunication;  
 Video conferencing;  
 Professional networks, and  
 Social media. 
 
7.4.7 Consumer Confidence 
 
The empirical framework suggests that there is a positive relationship between 
consumer confidence and the perceived success of new venture property 
development projects which is supported by the introduction of the PMBOK. As a 
result property development entrepreneurs should consider the following to be 
included under consumer confidence: 
 Pre-sales;  
 End-user finance;  
 Tenancy;  
 Post-sales, and  
 The fiscal policy of the bank. 
 
7.4.8 Risk Management 
 
In many instances the process of developing property is deemed to be ‗too risky.‘ 
However, although this may be the case there are measures that can be taken in 
order to effectively manage the numerous risks associated with property 
development. The empirical framework suggests that there is a positive relationship 
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between risk management and the perceived success of new venture property 
development projects. However, business risks are supported by the PMBOK and 
secondary risks are unsupported by the PMBOK.  
 
As a result property development entrepreneurs should consider the following to be 
included under business risk: 
 Financial risks, and  
 Economic risks.  
 
Furthermore, property development entrepreneurs should consider the following to 
be included under secondary risk: 
 Legal risks;  
 Political risks, and  
 Personal risks. 
 
7.4.9 Governance Structures 
 
The empirical framework suggests that there is a positive relationship between 
macro and micro governance, and the perceived success of new venture property 
development projects. However, macro governance is supported by the PMBOK and 
micro governance unsupported by the PMBOK.  
 
As a result property development entrepreneurs should consider the following to be 
included under macro governance: 
 Financial structure; 
 Procurement strategies;  
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 Approach towards the feasibility study, and  
 Approach towards the viability study. 
 
Furthermore, property development entrepreneurs should consider the following to 
be included under micro governance: 
 Provision of information; 
 Testing of demographics; 
 Fiscal and economic policies;  
 Collaborative action; 
 Actual gap analysis; 
 Incentive based, and  
 Persuasion based. 
 
7.4.10 Specialist Advice 
 
The empirical framework suggests that there is a positive relationship between 
professional consultants and specialist advisors, and the perceived success of new 
venture property development projects. However, professional consultants are 
supported by the PMBOK and specialist advisors are unsupported by the PMBOK.  
 
As a result property development entrepreneurs should consider the following 
experts to be included under professional consultants: 
 Engineer; 
 Quantity surveyor; 
 End-user / potential tenant; 
 Architect; 
 Project manager; 
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 Legal advisor; 
 Contractor; 
 Town planner, and  
 Financial accountant.  
 
Furthermore, property development entrepreneurs should consider the following 
professionals to be included under specialist advisors: 
 Real estate expert; 
 Land surveyor; 
 Real estate broker, and  
 Estate agent. 
 
7.4.11 The Project Management Body of Knowledge (PMBOK) 
 
Project management has been omitted from the property development process in the 
past. Therefore, there is a need to address the project management body of 
knowledge. One can deduce that project management is considered as a separate 
profession. However, the skillset involved can be utilised by the property 
development entrepreneur in order to address many of the related complexities 
when developing property. The empirical framework suggests that there is a positive 
relationship between the PMBOK and the perceived success of new venture 
property development projects. Furthermore, the PMBOK is supported by 
negotiating, macro governance, consumer confidence, business risk, entrepreneurial 
vision, stakeholders‘ interest, risk management, professional reporting, conventional 
communication, professional consultants, and strategic management towards 
achieving the perceived success of new venture property development projects. 
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7.4.12 The Perceived Success of New Venture Property Development Projects 
 
The perceived success of new venture property development projects refers to the 
achievement of the projects objectives outlined by the feasibility and viability reports. 
Furthermore, the achievement of the projected profit margins deeming the projects a 
success. The empirical framework suggests that there is a positive relationship 
between the entrepreneurial framework and the perceived success of new venture 
property development projects. The identified entrepreneurial framework should 
serve as a guideline for property development entrepreneurs towards the perceived 
success of new venture property development projects. 
  
As a result property development entrepreneurs should consider the following to 
have a positive influence the perceived success of new venture property 
development projects which is supported by the PMBOK: 
 Negotiating; 
 Macro governance; 
 Consumer confidence; 
 Business risk; 
 Entrepreneurial vision; 
 Stakeholders‘ interest; 
 Risk management; 
 Professional reporting; 
 Conventional communication; 
 Professional consultants, and 
 Strategic management. 
 
Furthermore, the following variables have a positive influence on the perceived 
success of new venture property development projects which is unsupported by the 
PMBOK: 
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 Micro governance; 
 Heuristic skills; 
 Secondary risk; 
 Procurement; 
 Specialist advisors; 
 Project community and political interests, and 
 Innovative communication. 
 
7.5 Limitations of the study and recommendations for further research 
 
This research study was designed to develop an entrepreneurial framework towards 
achieving the success in new venture property development projects in South Africa. 
Furthermore, the quantitative approach facilitated an in-depth exploration however, it 
consequently limited the research sample and scope. Therefore, future research in 
the form of an international PhD (Construction Management) study can be 
conducted by adopting a mixed method research methodology resulting in a larger 
sample population and further adding to the property development body of 
knowledge (PDBoK) by developing an entrepreneurial model for new venture 
property development projects. 
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7.6 Epilogue 
 
This study has contributed to the PDBoK by developing an entrepreneurial 
framework for the perceived success of new venture property development projects 
which did not exist in the South African context.  
 
The business of real estate is one of the largest suppliers of employment and 
contributes significantly to the GDP of countries worldwide. Property development 
constitutes a ‗risky‘ business, and involves complex and time consuming processes 
which should not be underestimated. Furthermore, property development involves 
the incorporation of various economic processes which are influenced by project 
management.  
 
Property developers perform a range of functions and act as entrepreneurs who 
recognise potential and bear the risk of the project. The entrepreneurial aspect 
associated with property development constitutes the way of thinking and acting 
which is opportunity obsessed, holistic in approach, and leadership orientated 
towards achieving a greater return on investment. 
 
Project management has been omitted from the property development process in the 
past. However, the advantages of implementing effective project management 
techniques are abundant. Project management in real estate involves the systematic 
management of project stakeholders, procedures, practices and processes. 
Consequently, project management is utilised in property development to ensure that 
the project is delivered on time, within budget, and in accordance with the project 
requirements. 
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An inexperienced property development entrepreneur should therefore, identify the 
associated project risks and complexities, and implement effective management 
practices in order to ensure success. Furthermore, by addressing the PMBOK the 
potential for success is enhanced by identifying efficient approaches that are crucial 
for project success. To improve project outcomes namely, performance, satisfaction, 
and success the PMBOK should be introduced to identify general project 
management knowledge areas, processes, techniques, tools, and skills. 
 
Finally, the perceived success of new venture property development projects is 
reliant on the achievement of the projects objectives outlined by the feasibility and 
viability reports. Furthermore, the achievement of the projected profit margins 
deeming the projects a success. Utilising the entrepreneurial framework as a 
guideline may further assist property development entrepreneurs towards achieving 
success in new venture property development projects. 
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CLOSURE 
 
The following extracts from the review of the related literature provide a suitable 
closure to the study: 
Property development is a complex process and is considered to be ‗too risky‘ 
(Mollard, 2010:1-4). Furthermore, Property development entrepreneurs lack 
the skills and expertise to effectively manage their business enterprises and 
the associated risks from project inception to completion, and commissioning 
(Dominy, 2001: 17). Property development is also an exciting, occasionally 
frustrating, and increasingly complex activity involving the use of scarce 
resources (Botha, 2013: 32). It is a high-risk activity that often involves large 
sums of money tied up in the production process, providing a product that is 
relatively indivisible and illiquid (Wilkinson et al., 2008; Botha, 2013: 32). The 
property developer is the entrepreneur that combines land, labour, and capital 
to make a profit by creating a finished product whose value is greater than the 
costs of the component inputs (Norton, 2002; Walker, 2000; Botha, 2013: 53). 
In doing so, the developer takes the risks of the business enterprise in 
expectation of achieving a return that adequately rewards this risk-taking 
behaviour (Botha, 2013: 53). Consequently, the success of a business is due 
to many factors, but the greatest determinant of a business's success is the 
entrepreneur (Driessen, et al., 1997: 1). Naturally, the entrepreneur's 
diplomas, business knowledge and craftsmanship play an important role, 
however Driessen, et al. (1997: 1) argue that the personality of the 
entrepreneur is even more significant. 
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Appendix A: E-mail to Respondents’ 
 
Dear identified respondent, 
  
Your participation in this survey will contribute towards your Continuous Professional 
Development (CPD).  
  
AN ENTREPRENEURIAL FRAMEWORK FOR NEW VENTURE PROPERTY DEVELOPMENT 
PROJECTS 
  
The Nelson Mandela Metropolitan University is currently conducting property development research, 
which includes a Master of Science (MSc) study to develop a scientific entrepreneurial framework for 
property development in South Africa. The purpose of this research is to investigate the degree to 
which factors influence the perceived success of new venture property development projects in South 
Africa. 
  
The attached questionnaire constitutes the formal survey of the study, which entails the survey of an 
identified sample stratum, aiming at 300 respondents. To obtain meaningful results, your co-operation 
is of particular importance. Completing the questionnaire should not take more than 8 to 12 minutes of 
your time and your contribution will have a significant impact on this research. Please note that no 
attempt has, or will be made to identify you. Your anonymity is assured and all responses will be 
treated in the strictest confidence. The researcher however extends an open invitation for discussions 
and / or proposed further contributions towards the research. The researcher undertakes to forward 
research publications emanating from this research to the sample stratum.  
  
Please visit: http://forms.nmmu.ac.za/websurvey/q.asp?sid=1357&k=nmsarkutao to complete the 
survey on-line.  
  
Thanking you in anticipation of contributions to the success of this important research project. 
  
Yours faithfully, 
  
The researcher, 
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Appendix B: Covering Letter 
 
 
  
SUMMERSTRAND NORTH 
FACULTY OF ENGINEERING, BE AND IT 
DEPARTMENT OF CONSTRUCTION MANAGEMENT 
Tel. +27 (0) 41 504 2085   Fax +27 (0) 41 504 1785 
mark.abrey2@nmmu.ac.za  
24 September 2014 
Attention: Property Development Practitioners 
Dear Madam / Sir 
Re: An entrepreneurial framework for new venture property development projects 
MSc (Construction Management) students are required to undertake a research study, and submit a 
dissertation based upon the research. The enclosed online questionnaire ‘An entrepreneurial 
framework for new venture property development projects’ forms part of the research study in 
order to determine how the development of an entrepreneurial framework influences the perceived 
success of new venture property development projects. 
The sample strata for the research study are limited to individuals and persons registered with the 
SAPOA, and property development practitioners within South Africa. 
Please note that all responses are confidential and that your responses will be treated with the 
utmost care. The online questionnaire should not take more than 8 to 12 minutes to complete. We 
would be grateful if you would endeavour to complete the questionnaire by the 24 October 2014. 
Should you have any queries please do not hesitate to contact me: 
Telephonically: 072 347 5132 or per e-mail: mark.abrey2@nmmu.ac.za  
Thanking you in anticipation of your response 
Regards, 
Mark Abrey, BSc (Hons) (Construction Management) 
  
• PO Box 77000 •  Nelson Mandela Metropolitan University 
• Port Elizabeth • 6031 •  South Africa •  www.nmmu.ac.za 
• South Africa•  www.nmmu.ac.za 
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Appendix C: Research Questionnaire 
 
AN ENTREPRENEURIAL FRAMEWORK FOR NEW VENTURE PROPERTY 
DEVELOPMENT PROJECTS 
 
SECTION A: PERSONAL INFORMATION 
 
1. Have you been involved in Property or Real Estate Development Projects?  
Yes No 
 
1.1 If ‗Yes‘, please give a brief reason for your answer: 
 
 
2. Do you consider yourself as an entrepreneur? 
Yes No 
 
2.1 If ‗Yes‘, please give a brief reason for your answer: 
 
 
3. Are you registered with a professional body for example: SAPOA, SACPVP, 
EAAB, or the SACPCMP? 
Yes No 
 
3.1 If ‗Yes‘, please state the name of the relative professional body: 
 
 
4. Please record your property development experience: 
 
Years Months 
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5. Please record the following personal information: 
Personal Information 
Age:  
Gender:  
Qualification:  
 
SECTION B: ASSESSMENT OF THE ENTREPRENEURIAL FRAMEWORK FOR 
NEW VENTURE PROPERTY DEVELOPMENT PROJECTS 
1. On a scale of 1 (minor) to 5 (major), to what extent do the following factors 
influence entrepreneurial vision (Please note the ‘Unsure’ response)? 
 
 Factor Unsure Minor..........................Major 
1.1 Creativity U 1 2 3 4 5 
1.2 Drive U 1 2 3 4 5 
1.3 Determination U 1 2 3 4 5 
1.4 Passion U 1 2 3 4 5 
1.5 Work ethic U 1 2 3 4 5 
1.6 People skills U 1 2 3 4 5 
1.7 Financial skills U 1 2 3 4 5 
1.8 Heuristic skills U 1 2 3 4 5 
1.9 Social skills U 1 2 3 4 5 
 
2. On a scale of 1 (ineffective) to 5 (highly effective), to what extent do you rate 
the effectiveness of the following strategic management factors (Please note 
the ‘Unsure’ response)? 
 
 Factor Unsure Ineffective..............Highly Effective 
2.1 Leadership U 1 2 3 4 5 
2.2 Communication U 1 2 3 4 5 
2.3 Networking U 1 2 3 4 5 
2.4 Public relations U 1 2 3 4 5 
2.5 Branding U 1 2 3 4 5 
2.6 Marketing U 1 2 3 4 5 
2.7 Governance U 1 2 3 4 5 
 
3. On a scale of 1 (minor) to 5 (major), to what extent do the following factors 
influence the project stakeholders‘ interest (Please note the ‘Unsure’ 
response)? 
 
 Factors Unsure Minor...........................Major 
3.1 The total rand value U 1 2 3 4 5 
3.2 The projects size U 1 2 3 4 5 
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3.3 The projects deadline U 1 2 3 4 5 
3.4 The projects complexity U 1 2 3 4 5 
3.5 Community involvement U 1 2 3 4 5 
3.6 Politics U 1 2 3 4 5 
3.7 Legal factors U 1 2 3 4 5 
3.8 Financial impact U 1 2 3 4 5 
3.9 Procedural regulations governing 
the development process 
U 1 2 3 4 5 
 
4. On a scale of 1 (minor) to 5 (major), to what extent do you rate the importance 
of the following professional reporting techniques (Please note the ‘Unsure’ 
response)? 
 
 Technique Unsure Minor.................Major 
4.1 Professional feasibility reporting U 1 2 3 4 5 
4.2 Professional viability reporting U 1 2 3 4 5 
4.3 Budget reporting and control U 1 2 3 4 5 
4.4 Estimating projected profits U 1 2 3 4 5 
4.5 Cost reporting and control U 1 2 3 4 5 
4.6 Comparing actuals versus allowables U 1 2 3 4 5 
4.7 Interim reconciliation U 1 2 3 4 5 
4.8 Final accounts U 1 2 3 4 5 
 
5. On a scale of 1 (ineffective) to 5 (highly effective), to what extent do you rate 
the effectiveness of the following property development procurement practices 
(Please note the ‘Unsure’ response)? 
 
 Factor Unsure Ineffective............Highly Effective 
5.1 Tendering U 1 2 3 4 5 
5.2 Negotiating U 1 2 3 4 5 
5.3 Turnkey U 1 2 3 4 5 
5.4 CIDB U 1 2 3 4 5 
5.5 Public sector supply chain U 1 2 3 4 5 
5.6 Word of mouth U 1 2 3 4 5 
 
6. On a scale of 1 (ineffective) to 5 (highly effective), to what extent do you rate 
the effectiveness of the following forms of communication (Please note the 
‘Unsure’ response)? 
 
 Factor Unsure Ineffective..............Highly Effective 
6.1 Verbal U 1 2 3 4 5 
6.2 Written U 1 2 3 4 5 
6.3 Telecommunication U 1 2 3 4 5 
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6.4 Videoconferencing U 1 2 3 4 5 
6.5 E-mail U 1 2 3 4 5 
6.6 Social media (Facebook, 
Twitter, Instagram, etc.) 
U 1 2 3 4 5 
6.7 Professional networks 
(LinkedIn, etc.) 
U 1 2 3 4 5 
6.8 Websites U 1 2 3 4 5 
 
7. On a scale of 1 (minor) to 5 (major), to what extent does consumer confidence 
influence the following factors (Please note the ‘Unsure’ response)? 
 
 Factor  Unsure Minor............Major 
7.1 Pre-sales U 1 2 3 4 5 
7.2 Post-sales U 1 2 3 4 5 
7.3 Tenancy U 1 2 3 4 5 
7.4 End-user finance U 1 2 3 4 5 
7.5 The fiscal policy of the banks U 1 2 3 4 5 
 
8. On a scale of 1 (major) to 5 (minor), to what extent do the following risks 
influence the property development process (Please note the ‘Unsure’ 
response)? 
 
 Risk Unsure Infrequently...Frequently 
8.1 Political risks U 1 2 3 4 5 
8.2 Financial risks U 1 2 3 4 5 
8.3 Business risks U 1 2 3 4 5 
8.4 Economic risks U 1 2 3 4 5 
8.5 Personal risks U 1 2 3 4 5 
8.6 Legal risks U 1 2 3 4 5 
 
9. On a scale of 1 (ineffective) to 5 (highly effective), to what extent do you rate 
the effectiveness of the following governance structures (Please note the 
‘Unsure’ response)? 
 
 Structure Unsure Ineffective........Highly Effective 
9.1 Financial structure U 1 2 3 4 5 
9.2 Approach towards the 
feasibility study 
U 1 2 3 4 5 
9.3 Approach towards the 
viability study 
U 1 2 3 4 5 
9.4 Procurement strategies U 1 2 3 4 5 
9.5 Actual gap analysis U 1 2 3 4 5 
9.6 Testing of demographics U 1 2 3 4 5 
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9.7 Fiscal and economic 
policies 
U 1 2 3 4 5 
9.8 Collaborative action U 1 2 3 4 5 
9.9 Provision of information U 1 2 3 4 5 
9.10 Persuasion based U 1 2 3 4 5 
9.11 Incentive based U 1 2 3 4 5 
 
10. On a scale of 1 (minor) to 5 (major), to what extent do you rate the importance 
of the following forms of specialist advice (Please note the ‘Unsure’ 
response)? 
 
 Specialist Advice Unsure Minor................Major 
10.1 Estate agent U 1 2 3 4 5 
10.2 Architect U 1 2 3 4 5 
10.3 Engineer U 1 2 3 4 5 
10.4 Contractor U 1 2 3 4 5 
10.5 Project Manager U 1 2 3 4 5 
10.6 Quantity Surveyor U 1 2 3 4 5 
10.7 Legal Advisor U 1 2 3 4 5 
10.8 Financial Accountant U 1 2 3 4 5 
10.9 Real Estate Broker U 1 2 3 4 5 
10.10 Real Estate Expert U 1 2 3 4 5 
10.11 Land Surveyor U 1 2 3 4 5 
10.12 Town Planner U 1 2 3 4 5 
10.13 End-user / Potential tenant U 1 2 3 4 5 
 
11. On a scale of 1 (minor) to 5 (major), to what extent do the following factors 
influence the perceived success of new venture property development 
projects (Please note the ‘Unsure’ response)? 
 
 Factor Unsure Minor................Major 
11.1 Entrepreneurial vision U 1 2 3 4 5 
11.2 Strategic management practices U 1 2 3 4 5 
11.3 The degree of stakeholders‘ 
interest 
U 1 2 3 4 5 
11.4 Professional feasibility and viability 
Reporting 
U 1 2 3 4 5 
11.5 Effective procurement practices U 1 2 3 4 5 
11.6 Effective communication U 1 2 3 4 5 
11.7 Property development markets and 
consumer confidence 
U 1 2 3 4 5 
11.8 Risk management U 1 2 3 4 5 
11.9 Governance structures U 1 2 3 4 5 
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11.10 Specialist advice U 1 2 3 4 5 
 
12. On a scale of 1 (simple) to 5 (highly complex), how would you rate the 
complexity of the property development process (Please note the ‘Unsure’ 
response)? 
 
 Unsure Simple...................................................Highly Complex 
 U 1 2 3 4 5 
 
13. On a scale of 1 (minor) to 5 (major), how would you rate the nature of the 
risks associated with the property development process (Please note the 
‘Unsure’ response)? 
 
 Unsure Minor.................................................Major 
 U 1 2 3 4 5 
 
14. On a scale of 1 (strongly disagree) to 5 (strongly agree), indicate to what 
extent you agree or disagree with the statement ‗Numerous property 
development entrepreneurs lack the skills and expertise to effectively manage 
their business enterprises and the associated risks from project inception to 
completion, and commissioning‘.  (Please note the ‘Unsure’ response)? 
 
 Unsure Strongly Disagree............................................Strongly Agree 
 U 1 2 3 4 5 
 
15. On a scale of 1 (strongly disagree) to 5 (strongly agree), indicate to what 
extent you agree or disagree with the statement ‗There is a positive 
relationship between implementing the Project Management Body of 
Knowledge and the Perceived Success of New Venture Property 
Development Projects‘.  (Please note the ‘Unsure’ response)? 
 
 Unsure Strongly Disagree............................................Strongly Agree 
 U 1 2 3 4 5 
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16. Do you have any comments in general regarding the perceived success of 
new venture property development projects? 
 
 
 
 
 
 
 
 
 
 
 
Please record your details below to facilitate contacting you, in the event that a 
query should arise. Please note that all information and data provided will be 
treated confidentially. 
NAME:        PHONE: (  )                         
ORGANISATION:     FAX:      (  )                         
ADDRESS:      MOBILE:                                     
        EMAIL:            
Thank you for your contribution to efforts directed towards developing ‘an 
entrepreneurial framework for new venture property development projects’ 
within South Africa. 
 September 2014 Mark Abrey 
 
 
 
 
 
 
 
